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We have something to offer in the way 
of a general agency that is very attractive 


to find with an old, conservative life com- 


| pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SFECTATOR, 
135 William Street, New York. 








SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
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Insurance in Foree 


Over $66,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 


LAWRENCE M. CATHLES, 
Vice President & Actuary 
P. N. THEVENET, Secretary 
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Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 


1—It reduces the credit waste. 

2—It affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—It increases efficiency. 

5—It promotes prosperity by stabilizing business. 

6—It distributes the burden of loss and affords an 
independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 


Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. 


The AMERICAN CREDIT-INDEMNITY CO. 
of NEW YORK J. F. McFadden, President 


Executive Offices: 
511 Locust Street St. Louis, Mo. 
Offices in all the Principal Cities 


Credit Insurance Exclusively 
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ENNESSEE 


Tennessee makes a total of 27 states in which the 
Lincoln Life now does business. 


With the vigor which characterized ‘‘Old Hickory’’ 
himself, the work of organizing the Lincoln Life sales 
force of Tennessee is going forward under the leadership 
of L. K. Tinsley, 411 Independent Life Building, Nash- 
ville, Tennessee. 


If you are interested in an agency opportunity in 
Tennessee, it will pay you to 
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The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character’ 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $240,000,000 in Force 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


No so many years ago the life insurance business was considered a place for the derelicts of 
other businesses: men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. He needs brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he must 
be a well-dressed and polished man of the world. In fact he must have every qualification neces- 
sary to a big business executive. To such men the business of selling life insurance does indeed 
offer wonderful opportunities. For such men there is no business offering greater independence 
and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts- 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it 
means less objections to be overcome. All this because the Perfect Protection Policy has been 
developed with the greatest care to give its holders protection at every possible point. Perfect 
Protection policies give to their owners the peace of mind that comes from the absolute know- 
ledge that every contingency is provided for. 


These advantages are for every man to seek. A word to the company will bring you com- 
plete information. “Tf the business of life insurance offers great opportunities, and it does, add to 
those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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LIFE INSURANCE COUNSELORS USING BABSON 
ADVICE 


Darby A. Day Takes Up the Matter with Leroy D. Peavey of Statistical 


Organization 


DISPATCH from Chicago states that the 
so-called life insurance counselors in that 
city have wasted no time in taking ad- 
vantage of the advice on life insurance 
offered by Roger W. Babson, statistician, 
in a recent barometer letter to his clients. 
This is letter 
which Davis & Company, located in the 


evidenced by a circular 
Fort Dearborn Bank Building, have sent to several prospects. 

Mr. Babson’s recommendations to his clients to the effect 
that the surrendering of a paid-up policy, investing the funds 
therefrom and contracting for an ordinary life policy is a 
transaction with advantages to the insured, is being made capi- 
tal of by Davis & Company, who quote this advice of Mr. Bab- 
son in their circular letters. One of these was sent to |. N. 
Perry, of Chicago, by E. M. Pearson, of Davis & Company. 
Mr. Perry immediately called the letter to the attention of 
Norris Bokum, of the firm of Bokum & Dingle, general agents 
for the Massachusetts Mutual Life. It did not Mr. 
Bokum long to convince Mr. Perry that the life insurance 


take 
plan under which he is insured should not be changed. 


BABSON’s COMMENT ON THE Davis LETTER 
The letter circulated by Davis & Company was brought to 
the attention of Vice-President Leroy D, Peavey, of the Babson 
service, by Darby A. Day, as president of the Life Under- 
writers’ Association of Chicago. Mr. Day, in his letter to 
Mr. Peavey, in referring to Mr. Babson’s advice, said: “The 
fact remains that general and wholesale advice of this sort does 

tear down and destroy much more than it builds up.” 
Replying to President Day, Mr. Peavey declared that the 


letter distributed by Davis & Company was a plain violation of 
Babson’s copyrights, and the matter would be taken up at 
once. 

The circular letter of Davis & Company opens with the 
following remarks: “Mr. Roger W. Labson, the foremost 
business statistician and economist in America, in his barom- 
eter letter of February 27, 1923, tells you to do with your 
+. * We are 


quoting below the advice he gave one of his clients.” 


life insurance, exactly as we want you to do. 


Bab- 


which advise the reader to convert his insur- 


The letter here goes on to quote paragraphs from Mr. 
son's wording, 
ance policy in a manner which insurance men consider dis- 
tinctly inimical to the best insurance practices. It then con- 
tinues : 

We 


and we are 


“This is no scheme to sell you additional insurance. 


are not agents of any life insurance company 
only compensated providing we can improve your insurance 
conditions and save you at least $5,000 cash. Won't you kindly 
arrange for an appointment, without obligating yourself, by 
mailing the enclosed card?” 
CHICAGO UNDERWRITERS’ PROTEST STRONGLY 

The Babson Barometer Letter of life insurance which has 
now become a question of bitter controversy between the 
organized life insurance men of the country and this well-known 
adviser, has been protested against in no uncertain terms by 
the Life Underwriters Association of Chicago through its presi- 
dent, Darby A. Day. Soon after the Babson letter of February 
27 was brought to the attention of Chicago life insurance men, 
President Day wrote Mr. Babson a lengthy communication 


emphatically protesting against this expert’s advice to his 
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clients to seek “disinterested expert advice, thus impugning the 
integrity, veracity and intelligence of the men who were inter- 
ested and are interested in the client and his affairs, at least to 
the extent of having honestly fitted a policy to his needs as 
best they could.” 

“T am astonished that a man, whose business is giving advice, 
would venture into the field of your circular letter of 27th 
ultimo,”’ declared Mr. Day, in his first letter to Mr. Babson, 
“and presume to advise so superficially upon a subject regarding 
which it is apparent you have no fundamental knowledge. I am 
surprised at the incompleteness of this advice and at the con- 
tradictory element thereof.” 

Mr. Day’s further remarks contained in his protest were as 
follows : 


You state that you believe in life insurance, that it is a form of 
applied religion, where a group of people unite and all contribute to help 
the unfortunate. You believe in it, yet you advise the surrender of a 
policy on ascertaining the reserve value, the foundation of life insurance. 
Could the structure stand if the foundation were removed ? 

You advise consultation with a disinterested expert. What sort of 
species is this? I have never seen one. Experts are usually very much 
interested—they are usually employed if their knowledge is really expert. 

Recognized experts in the life insurance business, actuaries, executives 
and others, are employed, and therefore interested. So-called adjusters, 
counselors and abstractors are in the main nothing but salesmen who 
cannot build up without tearing down, and who are, generally speaking, 
in disrepute with all the companies. 

If your proposition advising men to review their insurance and to seek 
reinvestment of their insurance funds is fundamentally sound, then the 
principle upon which life insurance is founded is fundamentally unsound. 

There is so much to be said in connection with changing the program 
of life insurance that any man of affairs has builded up, that he must 
above all things have thorough confidence, not only in the integrity of the 
man who advises him, but in his intelligent comprehension of the indi- 
vidual circumstances, and his ability to make certain investments to [ill 
the requirements of the needs of his family or his business. Certainly 
your advice to not consult a man whom he has for vears confided in, 
who has been his insurance advisor, a builder of his insurance program, 1s 
like telling a man not to abide confidence in his lawyer or doctor. 


Mr. Day's SECOND LETTER 
In replying to Mr. Day’s letter, Leroy D. Peavey, vice- 
president of the Babson Service, expressed surprise that the 
insurance companies are so much upset over the letter in ques- 
tion. Mr. Day answered this letter of Mr. Peavey’s, saying in 
part: 


It naturally upsets men who have devoted a lifetime to the study of 
a problem that is acknowledged by most to be somewhat complex. Such 
men have devoted their best years to building for others while building 
for themselves, and have realized thousands and thousands of times in 
their observations that the work of the twister is low, mean, despicable 
and contemptible—not always by intent, but nearly always by result. 

If the frailty of men were not so well established, if investments were 
more certain and more secure, if the program laid down by the usual 
advocate of readjusting one’s insurance covld and would be followed out, 
then perhaps much less harm would come from surrendering old in- 
surance and buying new. No one knows better than your own good 
firm how few men carry out any program of investment for any long 
period of years, and no one knows better how many bonds default, how 
many stocks vary so largely in their earning capacity, how both of them 
are subject to the variable tax, fluctuating with the earning capacity of 
the holder. I think that if Mr. Babson wants to do justice to his clients, 
and fairness to the insurance fraternity and the insurance business, he 
will issue an amendment to his letter of the 27th ultimo. 


Mr. Day calls attention in his letter to the fact that several 


states have laws prohibiting the licensing of men who advocate 
the surrender of a policy for the purpose of replacing it with 
anew one. Apropos of this, Mr. Day’s letter concludes: 

What we as insurance men resent most is Mr. Babson’s recommenda- 
tion to his clients to consult a reccgnized life insurance expert who is 
unattached, and his assumption that life insurance is not an investment 
without entering into any analysis of the same. 


OrueR CORRESPONDENCE 

Among those who have expressed their disapproval of the 
advice of Roger W. Babson against life insurance, particularly 
as an investment, are State insurance officials, prominent a 
pany officials and leading general agents. They point out. 
from different angles, the unwise character of the advice of- 
fered, and which might well be used by those endeavoring to 
twist life insurance to the disadvantage of the policyholder, 
This harmful use of Mr. Babson’s letter is regarded by Super- 
intendent of Insurance Stoddard, of New York, as one of its 
worst features. He also believes that Mr. Babson does not 
realize fully the value of life insurance as a form of invest- 
ment. 

Similarly, other State officials consider that Mr. Babson has 
overlooked certain important advantages pertaining to life 
insurance as a safe investment, in combination with protec- 
tion; and Commissioner Button, of Virginia, warns agents 
that he will construe the securing of an application by what 
sabson method” as twisting, subjecting the agent 


“ee 


he terms the 
to the legal penalties therefor. 
ASSESSMENT MAN APPROVES 

Dr. George W. Hopkins, who is president of the Pure Pro- 
tection Life Association, of Cleveland, O., operating under 
the assessment insurance law, and who is also president of the 
organization of assessment companies known as the National 
\ssociation of Mutual Life Underwriters, wrote a letter to 
the Insurance lield denouncing that journal’s criticisms of 
the Babson advice, the general tenor of which seems to be a 
defense of the right to twist. This letter is reported to have 
heen printed, over another signature, in a sheet designed 
solely for distribution among Babson employees. 

Numerous life insurance men have voiced their opinions 
of the Babson advice concerning life insurance: “Think twice 
before buying it as an investment;” and, when intending to 
take out a large amount, “consult a recognized life insurance 
expert—preferably one who has no life insurance to sell.” For 
example, it is characterized by Darby A. Day, of Chicago, as 
“very ill advised;” an agency manager regards Mr. Babson 
as ‘sadly misinformed,” while an officer of a local associa- 
tion, though saying that “this attack is entirely unjust and 
unwarranted,” charitably assumes that Mr. Babson would not 
have promulgated his advice had he been better informed upon 
the subject. 

The president of the Baltimore Life Underwriters’ Asso- 
ciation, Ernest J. Clark, recently wrote a letter in which he 
analyzed several of the Babson statements and vigorously 
criticised them. Referring to Mr. Babson’s remark that “our 
business is not advising regarding insurance,” Mr. Clark says: 
“Tt is quite evident that such should not be his business, as 
these recommendations sound more like those of the profes- 
sional life insurance abstractor than anyone else.” 
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ABOUT UNDERWRITERS’ ANNEXES 
ROBABLY the main concern of 
every successful fire insurance com- 
pany is to get the widest possible distribu- 
tion of its risks. There have, however, 
heen some tendencies in the development 
of the business in this country which have 
proved inimical to the broadest applica- 
tion of this, the most vital and soundest 
of underwriting principles. The fire insur- 
ance business in America has been devel- 
oped through what is known as_ the 
American System, and these 
agents have heen required to know a great 


Agency 


deal about the business and to act as the 
public representatives of the companies 
in all their transactions. There has thus 
devolved upon them a large degree of 
responsibility, not only directly in the 
handling of the actual business but as 
well indirectly in the development of 
favorable public opinion respecting the 
institution of insurance as a whole. In 
order, then, to attract to their agency 
force men capable of handling these re- 
sponsibilities, means to provide them rev- 
enues, such as they could reasonably ex- 
pect to control in other lines of endeavor, 
had to be devised. This resulted in the 
acceptance by a large majority of the 
companies of the principle of local limi- 
tations of the number of agents to be 
appointed in a given territory by one 
company. These limitations, together 
with sundry other regulations incident 
thereto, have been developed mainly by 
the agents themselves through organiza- 


tions commonly known as local boards. 
Such limitations, while valuable, on the 
one hand, as upholding the standard of 
agency representation, have, on the other 
hand, narrowed the field perceptibly from 
the viewpoint of the underwriter seeking 
greater safety in the widest possible dis- 
tribution of risk. 

The facts above recited have led the 
heads of the great fire insurance compa- 
nies to seek relief through two channels, 
not entirely distinct. The one is by di- 
verting new available capital to the for- 
mation or purchase of new companies 
rather than to the increase of the capital- 
ization of the parent company. Thus the 
same owners control two companies, and 
instead of one, can have duplicate agency 
plants and freely exchange reinsurances, 
so that the opportunity for attaining dis- 
tribution is doubled. 


SECURING DUPLICATE REPRESENTATION 
Not always, however, is new capital 
obtainable, and in such case the executives 
are able to avail themselves of a second 
plan, the formation of an underwriters’ 
annex (or agency, as it may be called). 
These are simply organizations more or 
less separate from the parent organiza- 
tion, which issue separate policies guar- 
anteed by the parent company (upon 
which the laws of nearly all States require 
that the name of the guaranteeing com- 
pany or companies appear), and which 
through the peculiar development of the 
practice have come to be handled in the 
field as entirely separate organizations, 
and as such entitled to a separate agency 
plant. Thus the duplication of represen- 
tation is accomplished practically as effec- 
tively as in the first instance, but in this 
case there is not the possibility of ex- 
changing reinsurance—an important fea- 
ture in the group company scheme. 
Among the more powerful of the fire 
insurance interests both plans have been 
developed simultaneously, so that there 
are at present numerous groups of or- 
ganizations consisting of both companies 
and annexes, all under one management, 
comprising in not a few cases from four 
to five or six companies and of from six 
to eight or more annexes. So rapid have 
been these developments during the past 
few years that on several occasions after- 
dinner speakers have ventured to predict 
that within a few years the bulk of the 
fire insurance business of the country will 


~ 


J 





pass through a limited number of power- 
ful underwriting groups. 

The organized agents of the country 
have not viewed the formation of these 
annexes without protest. So far as the 
formation of new companies is con- 
cerned, they can find no fault, for there 
is then added to the business needed capi- 
tal and the procedure is in every sense 
legitimate and ethical. But in the forma- 
tion of annexes the agents see only an 
attempt to avoid their self-imposed rules 
—rules intended to build up the business 
and to guide its practices along strictly 
ethical lines. The temper of the agents 
has been in no wise lessened by the cir- 
cumstances under which some of the an- 
nexes have been organized, nor by the 
subsequent underwriting practices em- 
ployed by them, for some agents maintain 
that the system has been misused and that 
many of the annexes now in operation are 
the result of greed for premium volume. 
The effort to form new agency plants for 
some of these institutions has oftentimes 
resulted, according to the statements of 
some prominent agents, in appointments 
very unsatisfactory to the general body of 
agents. Furthermore, they are put in the 
position of competing with men whose 
knowledge of the business, as compared 
with their own experience, is as nothing. 
It must be admitted that the high-grade 
agents of the country have some reason 
on their side when they object to un- 
checked multiplication of agency appoint- 
ments by organizations which in them- 
selves add nothing toward increasing the 
protection facilities of the 
There is no question but that 


insurance 
country. 

high-grade men will not wish to represent 
the fire insurance business unless the 


companies continue to uphold the dignity 





of the agency system—a thing not pos- 
sible in the face of numerous multiple ap- 
pointments. High-grade men will not 
work on a par with low-grade men, re- 
gardless of all 
Like 


other considerations. 
rules, this one has its ex- 
ceptions, but it is broadly applicable to 
the conditions under discussion. 


most 


DEPARTMENTS’ ATTITUDE 
It is not to be denied that the insur- 
ance departments are looking upon the 
formation of underwriters’ annexes with 
more or less disfavor. In them they see 
no increase in facilities for the placing 
of insurance. The duplication of agency 
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appointments means to these public rep- ‘ 
resentatives increasing opportunity for 
misunderstanding between the companies 
and the public and a lowering of the t 
standard of service which the public js | 
entitled to receive. 
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HEN Roger W. Babson wrote or 
published his article, “Study Your 
Life Insurance,” in his Barometer Let- 
ter, he probably did not foresee the 


storm of criticism it would arouse ; other- 


wise, 
with the remark that “our business is 
advising regarding insurance,” he 


instead of concluding the article 


not 
might have withheld the advice he did 


sive. He may be well informed upon 
securities possessing purely investment 
or speculative qualities, not combined 
with insurance protection, and he may 
be qualified to advise his customers as 
to when to buy or sell, or as to indus- 
irial prospects; but there are few life 
insurance men who would blindly follow 
his advice in connection with their life 
insurance after perusing his views ex- 
pressed in the article mentioned. Per- 
haps, also, if Mr. Babson had realized 
how greedily the so-called life insurance 
analysts and counselors would adapt his 
views to their own purposes, he might 
not have been so free in expressing his 
opinions upon a subject which he ap- 
parently has given insufficient study to 
warrant his giving sound advice there- 
upon, Already Mr. Babson’s views have 
been used to bolster up the arguments 
of life insurance counselors, and it is 
impossible to estimate the amount of 
life insurance which may become unset- 
tled through the use of the Babson article. 
While the Babson organization has gained 
a reputation as experts on questions of 
business, its views on life insurance has 
aroused a nation-wide criticism not cal- 
culated to add to the repute of Babson’s 
economic advices. 


CHICAGO BROKERS ORGANIZE 

Cuicaco, Int., April 9—The Insurance 
Brokers Association of Illinois has embarked 
upon a career of bringing organization into the 
ranks of the Insurance Brokers of Chicago, 
and the State of Illinois in general. Following 
the unanimous support given the movement 
last week, when nineteen directors were named 
at the organization meeting, the directors met 
today at the Great Northern hotel, and elected 
Martin Johnson of Fred S. 
James & Co. was named president; Florian 
Wallace of Critchell, Miller, Whitney & 
Barbour, and George Seaverns of Marsh & 
McLennan, vice-presidents; J. C. Schepperd, 
Conkling, Price & Webb, treasurer, and 
Irving E. Read of Critchell, Miller, Whitney 
& Barbour, secretary. 

The association will fight the new municipal 
license law, 


a board of officers. 


NEAL BASSETT PRESIDENT 





Heads Firemens Insurance Company 
of Newark 





D. H. DUNHAM RESIGNS 





Archibald Kemp Joins Company as As- 
sistant Secretary—Other Changes 

At the quarterly meeting of its board of 
directors held on April 9, 1923, Daniel H. Dun- 
ham, after 54 years of service with Firemens 
Insurance Company of Newark, N. J., tendered 
his resignation as president, to take effect im- 
mediately and insisted upon its acceptance. The 
directors reluctantly accepted it, but only upon 
condition that Mr. Dunham accept the chairman- 
ship of the board and thus continue to give the 
organization he has so long headed the benefit 
of his great experience and wise counsel, 

Mr. Dunham entered the service of the Fire- 
mens as a junior clerk when he was 20 years 
old, became its secretary at the age of 23 and 
since that time 
through all of the offices in the gift of the in- 
stitution, and on January 13, 1896, was elected 
its president. Mr. Dunham was elected a di- 
rector of the company on January 12, 1885, and 
is today in point of service the oldest director 
of the company. 

Closely affiliated with the Firemens are the 
Girard Fire & Marine Insurance Company of 
Philadelphia, of which Mr. Dunham is a vice- 
president ; the Mechanics Insurance Company of 
Philadelphia, of which he is president, and the 
National-Ben Franklin Fire Insurance Company 
of Pittsburgh, of which he is a vice-president. 
Mr. Dunham has also tendered his resignation 


has progressed successively 


to each of these. 

Neal Bassett, vice-president of the Firemens 
and manager of its Western department at 
Chicago, was elected president of the company 
by the board of directors immediately after Mr. 
Mr. Bas- 


sett became Western special agent of the com- 


Dunham's resignation was accepted. 


pany at Chicago on May 15, 1901, and was later 
made traveling general agent. On January 1, 
1910, the Firemens opened its Western depart- 
ment at Chicago, and Mr. made 
On January 12, 1914, he was made a 


Bassett was 
manager. 
director of the company, and on the same date 
he was elected a vice-president, and now suc- 
ceeds Mr. Dunham, under whom he has so long 
served, to the highest official position in the 
company. 

Vice-President John and Secretary 
Atbert H. Hassinger have been with the Fire- 
mens all of their Their 
splendid work for the company is known to 


Kay 


business carrers. 
all the insurance world. 

Wells T. Bassett, who is assistant manager 
of the Western department at Chicago, and 
assistant secretary of the company, has been 
with the 


He has been 


1910, when it opened 


elected a_ secretary. 
company since January 1, 
its Western department in Chicago, and has 
contributed largely to its success. 

Archibald Kemp, recently secretary of the 
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Cleveland National Insurance Company of 
Cleveland, Ohio, and before that an officer of 
the Camden Fire Insurance Association of 
Camden, N. J., becomes an assistant secretary 
of the Firemen’s. 


JOSEPH L. WHITE DEAD 
Partner of One of Oldest New York Insur- 
ance Brokerage Firms Suffered from 
Nervous Breakdown 

New York insurance circles were grieved to 
learn of the death of Joseph L. White, promi- 
nent broker and underwriter, who died at his 
home, 1254 Dean street, Brooklyn, on Monday 
evening. Senior partner of the old firm of 
George H. Smith & Hicks, Mr. White had ex- 
tended his activities in the marine insurance busi- 
mess over a period of forty years and had 
gathered a host of friends both among insurance 
interests and socially, 

He joined the firm of which he later became 
head in 1883 as office boy and remained with the 
organization constantly up to the time of his 
death. His business career was little short of 
phenomenal, for in 1890, after seven years spent 
in acquiring the principles of marine underwrit- 
ing, he was made a partner of the firm and 
much of the labor of carrying on the work fell 
to his lot. The brokerage house of George H. 
Smith & Hicks dates back to 1861, when George 
HI. Smith and George A. Hicks combined to 
further their common interests. The address 
of the firm was orginally on Pine street, New 
York city, but moved with the passing years to 
68 William, 76 William, 59 John and finally, 
six years ago, to the last office at 56 Beaver 
street. 

In November, 1888, the firm was appointed 
marine managers for the Home Insurance Com- 
pany and handled that company’s inland and 
coastwise affairs. Mr. Hicks died in 1894 and 
when, in 1906, Mr. W. L. Molyneaux also died 
and Mr. Smith retired, a new partnership was 
formed, made up of Joseph L. White, Oscar F. 
Dean, Louis F. Burke and Allen H. Dumont. 
Mr. White and Mr. Dean undertook the writing 
of risks and Mr. Burke and Captain Dumont 
settled adjustments. In the early part of this 
year, after continuing under the old firm name 
for seventeen years, Mr. White and Mr. Dean 
decided to retire. The dissolution of the firm 
was then planned and accordingly the Home took 
over the business it had in the agency. Mr. 
Burke and Captain Dumont will go to the offices 
of the Home when matters have been completed. 
Mr. White was to have begun his retirement 
some time next month, His health had long been 
failing and he was under the constant care of 
Dr. William H. Abbott, who had advised a pro- 
tracted rest. Mr. White was 61 years of age and 
is survived by his wife, Mrs. Jennie L. White, 
a son, J. Leslie White, and a daughter, Mrs. 
Edith W. Newkirk of Connecticut. 


—John G. Walker, president of the Life Insurance 
Company of Virginia, is in Richmond again, after 
several weeks spent in Florida, He was accompa- 
nied on the trip by his sister, Miss Annie Rose Walker. 
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Louisiana — one 
of the seven 
states compris- 
ing the loan ter- 
ritory of the F. 
B. Collins Invest- 
ment Company. 





‘‘Thirty-eight years 
without the loss of a 
cent of principal or 
interest to a single 
investor.”’ 
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Louisiana's Rich 


Alluvial Lands 
Stand Behind 
Collins Farm 
Mortgages 








potatoes, hay, oats, peanuts, vegetables, fruits 
—these are the foundation of Louisiana’s 
wealth. Crops raised on only 5,500,000 of the state’s 
28,000,000 acres are sold annually for $350,000,000.00. 


“a cane, cotton, corn, rice, tobacco, sweet 


A delightful climate, high average rainfall and un- 
surpassed alluvial soil make good crops certain, and 
excellent railway systems and water transportation 
facilities make it possible to ship Louisiana products 
quickly and cheaply. 


Collins Farm Mortgages are made only in select 
portions of this rich state. Field offices at Monroe 
and LaFayette, La., are right on the ground where 
the loans are made. Our Louisiana mortgages are 
owned by many of the largest insurance companies. 
For further information, address 


ne F.B.Collins Investment Co. 


Oklahoma City, Okla. 















































April 12, 1923 


THE SPECTATOR 


Fire Insurance 





——$—$———— 














ee 





a 


. BARDWELL, President 
i <ioRWINE, Vice-President 
WM. SCHROEDER, Vice-President 
WEYMEYER, Vice-President 
VICTOR J. MILLER, Secretary 
GEO. M. SEITZ, Asst. Secretary 
CHAS. W. DAVIS, Asst. Gen. Mgr. 
CLEM DECK, Asst. Treasurer 
R. A. TIMM, Auditor 


The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 
Statement Dec. 31, 1921 

ASSETS 


age Loans............- $66,000 
plete etia ne 694,409 
CR in niavteGdiansanvanae ne 
EE 
Agents Balances.............. 82,536 
Interest Accrued....... csjstene LGyeSs 
Other Assets. ....cc000cc00  E2EOt 
$1,002,702 


LIABILITIES 
Unearned Prem. Reserve...... $432,147 
Unadjusted Losses............ 111,131 
Other Liabilities.............. 81,579 
Capital Stock...$200,000.00 
Net Surplus.... 177,845.00 
Surplus to Policyholders....... 377,845 


$1,002,702 


Results Since January 1, 1922 
Increase in Assets............ $66,309 
Increase in Reserve....... woos LORO7 
Decrease in surplus..... 66,940 

















“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 700,000 


Surplus to Policy 
Holders....... 1,450,401 


Assets........... 3,509,765 











FAVORS RECIPROCALS 


Louisiana Attorney-General Persuaded 
to Reverse Opinion 


INTER-INSURERS CLASSED WITH 
MUTUALS 


Ruling of February 16 Recalled After 
Hearing—Thought to Be of Wide 
Interest 
Following a rehearing of the entire subject, 
Attorney-General A. V. Coco of Louisiana has 
recalled his ruling of February 16 by which 
reciprocal insurance was excluded from the 
State. In the absence of particular reference 
to that class of insurance in the statutes of 
Louisiana, reciprocals had been licensed under 
the mutual provisions. Mr. Coco ruled against 
them but after listening to the arguments of 
hoth sides has decided to reverse his opinion. 
The reciprocal interests were represented by 

Charles M. Howell of Kansas City, Mo. 

The ruling, which is thought to be of wide 
interest because of its possible application in 
other States where there are no specific statutes, 
follows: : 

The purpose of this communication is to recall 
the opinion of this department rendered to you on 
February 16, 1923, in which it was held that “recip- 
rocals” or “‘interinsurance” are not mutual companies 
within the purview of Act 105 of 1898, and _ in- 
ferentially that they could not qualify to do business 
in this State. 

At the request of various parties representing con- 
flicting interests on the question of “interinsurance” 
and “reciprocal insurance,” it was decided to reopen 
the whole subject matter of insurance conducted in 
this State, under the provisions of said act, and 
we accordingly granted a hearing at which the ques- 
tion was exhaustively and ably argued by expert in- 
surance lawyers, with the result that it was concluded 
to adhere to the opinion rendered to you by this office 
on December 4, 1916, to the effect that companies 
organized and authorized to conduct business in other 
States or countries were entitled to conduct the same 
business in this State, provided they complied with 
the requirements of Act 105 of 1899. 

At this hearing, the claim was made and pressed 
with great earnestness, that “reciprocal insurance” 
and “interinsurance”’ in no sense were mutuals un- 
der the purview of Act 105 of 1898, and that, there- 
fore, this class of companies should not be permitted 
to do business in this State, while this idea was com- 
bated by the opposite view, that “reciprocal insur- 
ance” and “interinsurance,” and “mutual insurance” 
were convertible terms; that these companies are 
organized and conducted practically on the same 
principle, and with the ultimate object and purpose 
of -mutual protection and indemnity. But it was 
further contended by the opponents of this class of 
insurance that even if they were eligible to do busi- 
ness in this State, they could be admitted only on 
the same basis that similar home companies may do 
business in the State, that is, after being properly 
incorporated. 

Inter or reciprocal insurance appears to be a form 
of insurance of recent growth in this country, having 
many of the features of insurance conducted on the 
mutual plan, and has sometimes been called mixed 
insurance, and as expressed during the argument, is 
the outgrowth of insurance conducted on the mutual 
plan, and differing from the latter only in the form 
of its organization and the manner in which their 
members are bound to each other and to third per- 
sons. 

The question thus presented is very close, and we 
do not think is necessary of determination in this 
ease. It suffices that the Secretary of State has 
recognized these companies as mutuals and has ad- 


9 


mitted them to do business in this State under our 
opinion of December 4, 1916. A change of policy, 
after they have been admitted to the State and have 
invested their capital here, and have established them- 
selves in business, would be so inequitable and would 
result in so much loss that we could not recommend 
such a change, unless made necessary by strong 
and obvious reasons, which are not apparent in this 
instance, 

We cannot agree with the view that as domestic in- 
surance companies conducted on the mutual plan can- 
not do business in this State unless they are in- 
corporated, foreign companies should not be accorded 
that privilege unless they incorporate. 

It will be observed that Act 105 of 1898 treats 
of domestic and foreign companies separately and on 
a different basis, Article 1 being devoted to domestic, 
and Article 2 to foreign corporations, the latter be- 
ing entitled: “Insurance companies organized under 
the laws of other States or countries,” and as to 
which it was held in our opinion of December 4, 1916, 
that they were not under the obligation of incor- 
porating to do business in this State. 

It was contended, however, that this is a clear 
discrimination against our own citizens and home 
companies, and that the act to this extent is uncon- 
stitutional. 3ut this is a judicial question, which 
would have to be determined by the judiciary, and 
not by this department. Public officers cannot re- 
lieve themselves of duties imposed upon them by law, 
on the plea that the statutes imposing these duties 
are unconstitutional. Laws must be observed and 
enforced until declared unconstitutional by the courts: 

In our opinion of December 4, 1916, we held: 

“The qualifications and conditions undér which the 
business of insurance may be carried on in this State 
are set forth and must be found in Act 105 of 1898, 
which treats of the whole subject of insurance anew, 
and necessarily supersedes any antecedent legislation 
on the question. 

“Section 1 of Article 2 of said act provides, inter 
alia: 

“<That no insurance company, corporation, associa- 
tion, or society organized under the laws of any State 
in the United States, or any foreign country, shall 
directly or indirectly issue policies, take risks or 
transact business in this State,’ until it shall have 
complied with certain conditions thereinafter 
expressed.” 

“Thus we see by this announcement the class of 
companies, corporations, associations or societies which 
are inhibited, under certain conditions, to do business 
in this State, expressed in the negative form, and 
this negative necessarily carries with it the affirmative 
that 

*“*Any insurance company, corporation, association 
or society, organized under the laws of any” State in 
the United States, shall have the right to issue poli- 
cies, take risks or transact business in the State,’ 
upon, of course, complying with the statutory con- 
ditions ri 

It will be observed by the above that the nature 
of the company, association or society which offers to 
do business in this State is of no importance if under 
the law of the State of domicile the company, associa- 
tion, or society desiring to be admitted in this State 
is properly organized and authorized to do business 
in the State of domicile, and this fact is made to 
appear to the Secretary of the State by the proper 
certificate, as is provided by subdivision 4 of Section 1 
of Article 2 of Act 105 of 1898, and, of course, 
if it appears that under the law of the State of its 
domicile such company may engage in such business 
without being incorporated, such company would have 
no charter to file with the Secretary of State, and 
the law would be satisfied if the articles of associa- 
tion or deed of settlement, as the case may be, would 
be deposited with the Secretary of State. 

We, therefore, conclude, as we did in our opinion 
of December 4, 1916, that any company, corporate, 
or incorporate, or any association or aggregation of 
individuals may be admitted to do business in this 
State by qualifying under statutory requirements, the 
test of which, as heretofore seen, being the right to 
do business in the State of original jurisdiction or of 
domicile, and the prerogative of the Secretary of 
State being one of regulation pure and simple. 
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UNITED STATES 


Seventy-five years of loyal and steadily 
increasing service to the American public 
have placed this Company in a pre-eminent 
position in the field of American insurance. 


On our diamond anniversary we renew our 
devotion to the sound business principles and 
high ethical ideals which ‘operate to the ad- 
vantage of the Agent and the Assured alike. 
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a—4\ 
wo [LONDON 
Day AND GLoBE 


IRSuUramce C@.rrp 


“‘The Great Fire Insurance Company of the World’’ 
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SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
FIRE 
INSURANCE Co. 


QMANCHESTER. N. HS) 
7 





PROGRESSIVE ANNUAL STATEMENT 
January 1, 1925 


CASH CAPITAL $ 2,000.000.00 
ASSETS 11.294, 752.53 
LIABILITIES.Except Capital 5.896.561 .84 
SURPLUS TO POLICYHOLDERS 5.398.190 .69 
































FIRE AUTOMOBILE MARINE 


1 HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address: Home Office Fer Agency Connection 


HAROLD KNOX 
Secretary 


JAMES A. BLAINEY 
Vice-Pres. and Gen. Mgr. 


HENRY G. BARBEE 
President 











NOW READY 
Greater New York Field Annual 


and 


Insurance Directory 


CONTAINING a complete list of licensed agents 
and company brokers; giving name, address, com- 
panies represented, etc., in Greater New York (Boroughs 
of Manhattan, Brooklyn and Bronx; Counties of Nassau, 
Putnam, Queens, Richmond, Rockland, Suffolk and 
Westchester). 


New York is the Insurance Metropolis of the United States, 
if not the world, and a directory of its interests—Com- 
panies, Agents and Brokers (the latter licensed for in- 
dividual companies) is of first importance everywhere. 





No company executive, general agent, or local agent, 
wherever located, should be without a copy. 





THE INSURANCE FIELD CO, 
Incorporated 
P. 0. Box 617, Louisville, Ky. 


Send me a copy of the GREATER NEW YORK FIELD 
ANNUAL AND INSURANCE DIRECTORY. Enclosed find check 
for $5.00 to cover cost. 


PMGUIE: 555 a0 oioso/e: 0 oisiaiere storela a’area w avatete ie oan nore Gisiey alte eee IO 
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imposition of other conditions would result in 
. o companies of other States and countries 
t is the very purpose of the 


Th 
the denial t 
of the comity which i 


to recognize. 
ac conclusion, it is suggested that, by reason of 


fact that companies which have heretofore con- 
. d their business in this State upon the faith 
ye opinion of December 4, 1916, thereby becom- 
: delinquent through no fault of theirs, they’ should 
- i. abel in damages or penalties, such as in- 
es ny attorney’s fees for failing to pay their 
is atl within the time prescribed by law. This, of 

rse, applies also to any companies which may have 
ye? ed to do business prior to or pending the revision 
ur opinion of February 16, 1923, and you are 


te 


appli 


of o é 

advised to act accordingly. 

ji A. V. Coco, Attorney-General. 
Very truly yours, 


March 27, 19238. 


MICHIGAN RATE BILL SIGNED 
Will Take Effect 90 Days After Sine Die 
Adjournment 

Lansinc, Micu., April 9.—Governor Groes- 
beck last week signed the administration fire- 
rating bill. Ninety days following sine die 
adjournment . of the legislature, the Michigan 
Insurance Department will have strict super- 
vision over all rates made by the Michigan 
Inspection Bureau. Raters, as well as the 
bureau, also will have to be licensed by the 
commissioner. 

No definite date for adjournment of the 
legislature has been fixed as yet, but it is gen- 
erally thought that it will disperse April 27, 
with sine die adjournment following one month 


later. 


AUTOMOBILE BUSINESS IN KANSAS 
Rates Have Been Forced Below Profitable 
Figure 

The fire companies writing automobile insur- 
ance in Kansas are having what is termed in 
political affairs as “parlous times.” The rates 
are so low that the companies are unable to 
make both ends meet and many of them are 
going out of the automobile business in this 
State temporarily. One of the large Kansas 
agencies canceled nine hundred auto policies 
overnight a short time ago. It is actually be- 
coming hard to find an agency that will write 
automobile insurance, particularly the theft 
coverage in some parts of the State. There 
have been such heavy losses recently in some 
sections that some of the companies have can- 
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+ M. J. AVERBECK, Chairman of the Board 






Head Office: 709 Sixth Avenue, New York 





NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 
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from the agents or in seeing to it that the 
agents make their collections promptly. The 
fact that extra time is given for the payment 
of premiums to some who are slow to pay is 
to be regarded as a violation of the anti-dis- 
crimination law and will force the companies 
to deal with all upon practically the same basis. 


celed their agencies in these communities. 

When the rate order was issued a year ago 
and which has been tied up in the courts ever 
since March, 1922, the companies were author- 
ized to increase the rates on automobile lines 
by the insurance department. The companies 
have refused to avail themselves of this increase 
because they felt that they could not put the 
increases into effect without also putting in the 
decreases. The result has been that most com- 
panies have shown a loss in automobile un- 
derwriting in Kansas. 


No Increase in Automobile Rates in Indiana 
No general increase of insurance rates for 
automobiles will be permitted in Indiana, ac- 
cording to Thomas S. McMurray, Jr., State In- 
surance Commissioner. A recent hearing on 
the proposition was held at the department. Mr. 
McMurray stated that certain changes would 
be agreed on which would result in some slight 
increases, but in the main the general plan of 
the companies would not be indorsed. A hear- 
ing will be held April 12 on a petition of some 
of the larger merchants and manufacturers of 
Indianapolis asking for a reduction in fire in- 
surance rates. The petition sets out that fire 
losses in the city were cut last year about half 
‘ and this, with the motorization and moderniza- 
.tion of the fire department, should be suffi- 
cient basis for the reduction. 


Would Enforce Collections 

Topeka, Kan., April 10.—William R. Baker, 
Kansas Superintendent of Insurance, is pre- 
paring to issue a general ruling to all the fire 
insurance companies operating in this State 
that they must enforce collections of premiums. 
The companies are to be directed to advise their 
agents that collections must be made in not 
more than sixty days after the date of the 
policy. In general the ruling will limit the 
business to forty-five days, as the department 
proposes to see to it that all premiums are col- 
lected by the middle of the month following 
that of the date of issuance of the policy, 

The department is prepared to insist upon 
the companies obeying the rule or they may 
be guilty of violating the Kansas anti-dis- 
crimination law. Some agents are extremely 
lax in making collections. Some of the com- 
panies are extremely lax in making collections 


Insurance Society Dinner 
The twenty-second annual dinner meeting of 
the Insurance Society of New York will be 
held at the Hotel Astor, Tuesday, May 22. 
United States Senator Royal S. Copeland will 
be the speaker. 
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Western Dept., 207 North Michigan Blvd., Chicago 



















































Losses paid since organization over 56 millions 
Use WRITE NOW — 
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RITISH AMERICA ASSURANCE CO. 


TORONTO, CANADA 
INCORPORATED 1833 


FIRE, EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 
UNITED STATES BRANCH 
January 1, 1923 


OL OLE TS OT MIEN Ce . $2,302,902 
EEE TET SL OE Te ae A 491,140 
Net Surplus......... hn eee ale aaa $811, 762 


W. B. MEIKLE, President and G 1 Manag 











NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CQ., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent 


f GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 7 


72 Kilby Street, Boston, Mass. 


W. 2. RAY, Special Agent 
Terre Haute, In 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 

















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 


FIRE REINSURANCE 


TELEPHONE BROAD 4478 





cident 
A, FIRE AND LIFE 
Ie ASSURANCE CORPORATION, Ltd 


FREBERICK RICHA2DSON, United States Manager 


GENERAL BUILDING: 47! & WALNUT STS 
PHILADELPHIA 

















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 





OF NEWARK 
Cash Capital, 
Net Surplus, 


Surplus to Policyholders, 


Total Assets, 


$2,250,000.00 
4,436,386.20 
6,686,386.20 
15,690,687.21 





gage DEPARTMENT 
D. eae oe President 
JOH N KAY, Vice- Pres. 
A. H. ‘HASSINGER, Sec’y 
NEWARK, N. 7. 





WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr. 
W. T. BASSETT, Ass’t Manager 

CHICAGO, ILL. 








EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000-—$10,000 


Insurance to August 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas, DES MOINES, IOWA 

















Great American 
Insurance Company 


New Dork 


Choose — 
Your INCORPORATED - 1872 oo 
Company Company 


eases omg 1.1923 


$12,50 0.90 


SERVE FOR au OTHER LIABILITIES 


19. 816,417.87 


sURPLUS 


13,01 7.077. 35 
45,333,495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 








$25,517,077.35 


Home Otfice, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’l Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 
Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 
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———— 
Death of George Velten Steeb 

The many friends of George Velten Steeb 
of Philadelphia will learn with regret that he 
died on April 8 at his home, the funeral ser- 
vice having taken place on Tuesday last. Mr. 
Steeb has long been identified with the fire in- 
surance business, latterly as an independent ad- 
juster for the companies, and formerly as 
cial agent and adjuster. He was also widely 
author of two books for fire in- 
surance men, one of which is entitled “Special 
Agents’ and Adjusters’ Hand-Book,” and the 
other is the “Agents’ and Inspectors’ Pocket- 
ook of Fire Protection,” of which The 
Spectator Company are the publishers. 

Mr. Steeb, who was president of the George 
Velten Steeb Co., Inc., adjusters for the com- 
panies, had been ill with a serious trouble for 
many months and had not attended to busi- 
ness since July, 1922. In that month he un- 
derwent an operation, and another in January, 
1923, but grew steadily weaker following the 


spe 
known as the 


second operation until his death. 

Vice-President William J. Miller, Jr., and 
Joseph E. Elwell, who have been connected with 
the business for a number of years, have been 
in charge of the office during Mr. Steeb’s ill- 
“1S, and they will continue to conduct the 
business in the same way and under the same 
name as heretofore. 


London Assurance Corporation Appoints 
J. M. Mendell 

From the offices of the United States branch 
of the London Assurance Corporation comes 
the announcement that the company has ap- 
pointed J. M. Mendeil to be manager of the 
Pacific Coast department, with headquarters in 
San Francisco. Mr. Mendell will fill the place 
left vacant by the recent death of A. W. Thorn- 
ton, and he is peculiarly fitted for the duties 
of the office, as he has been assistant manager 
for four years. The appointment of Mr. Men- 
dell meets with the favor of the agents and 
field men of the London Assurance, as he has 
been with the organization many years and is 
thoroughly familiar with the conditions to be 
found on the Coast. 


Edward Iluntt of Richmond, Va., has resigned 
as special agent in Virginia for the National Union, 
to hecome a special agent in that State for Dargan & 
Turner of Atlanta. Mr. Huntt will continue to make 


his home and headquarters in Richmond. 
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NEW YORK SURVEYS 


A Ten-Year View.—Ten years is a short 
period of time in these days, and while it is 
true that the ten years 1913-22, inclusive, in- 
cludes the period of what will probably be 
«always known as the Great World War, it was 
distinguished by other forms of greatness, if we 
may so use the word, meaning thereby bigness, 
many of which forms are unnoticed because of 
the dominant war note in these ten years. In 
the fire insurance field let us note a few, and 
we will use round numbers. In 1913 the cap- 
ital was $100,000,000. It is now $200,000,000. 
The total assets in the first period were $600,- 
000,000; they are now $1,380,000. The total 
income in the first period was $338,000,000; it 
is now $800,000,000. The losses paid in the first 
period were $165,000,000; they are now $424,- 
000,000. This means simply that many things 
in the world have doubled up in these event- 
ful ten years, and the business of insurance is 
cne of those things. 

Coinsurance.—We have never heard of its 
being done, but might it not be a good idea to 
have a form of insurance to provide against 
losses due to failure to have the proper amount 
of insurance? We cover many other forms of 
dereliction and is it not about time that this 
one was cared for? 

Business Conditions and Insurance.—The 
cnormous difference in the total liabilities for 
failed firms for the three months of January 
to March, inclusive, 1923, compared with those 
of 192I-2 indicate such a sharp reduction, ap- 
proximately 35 per cent, as to leave no doubt 
that business is in a much sounder condition. 
The value of this, of course, to those insuring 
property is that much of the moral hazard from 
bad financial conditions has passed away. 


Publication of Salaries.—The recent pub- 
lication in the daily press, figures being taken 
from the Congressional Record, as to salaries 
paid the executive officers in one of our large 
oil companies led, we understand, not only to 
some disagreeable moments for outside reasons, 
but for inside reasons also. In many cases 
there was a variation in the payments to the 


officers which was not known to the officers 


SO 


themselves. We are just wondering what would 
happen on William street some morning if the 
Congressional Record would publish some of 
the various salaries and scatter them abroad. 
Some day, however, that is going to come to 
pass and any one who has any trepidation about 
the matter should prepare himself accordingly. 

As to Losses.—How many in the United 
States appreciate that in the year 1922 we de- 
stroyed property to the value of $410,000,000. 
This is so close to an average of $8,000,000 
per week that it may be considered that amount. 
If we call the amount $400,000,000, this would 
be equivalent to a 5 per cent return on $8,000,- 
000,000 If anyone should fail to be impressed 
with the $400,000,000 figure, perhaps they will 
be impressed with the fact that this sum is 
equivalent to a 5 per cent return on $8,000,000,- 
000. 


BOSTON AND VICINITY 


Open-Air Fires—Fire | Commissioner 
Theodore A. Glynn of Boston has issued a cir- 
cular calling attention to the hazard of open- 
air fires, recommending a comprehensive sys- 
tem of collection of grass and rubbish by the 
city as an adequate means of fire prevention. 

New England Agents’ Meeting.—The 
New England Agents’ Association at a meeting 
Thursday voted to go to the Maplewood Hotel 
at Bethlehem, N, H., on June 26, 27 and 28 for 
its second annual meeting. There was a good 
attendance of representatives of the New Eng- 
land Advisory Board from various parts of 
New England and committees were appointed 
‘o formulate further plans. 

Inspection Bureau to Move.—The New 
England Bureau of United Inspection has 
arranged to move to the fourth floor of the 
Oliver building, taking some of the space now 
occupied by the New England Insurance Ex- 
change, who will soon move to new quarters. 

No Insurance Investigation.—Senator 
Warren E. Tarbell and Senator Walter E. 
McLane stood alone when it came to a vote in 
the Senate as to whether or not it was neces- 
000,000. If anyone should fail to be impressed 
carried on in Massachusetts. Senator Tarbell 
has favored an investigation for some time. 








FIRE AND ALLIED LINES 
REINSURANCE ONLY 





CEDAR RAPIDS ,IOWA 


SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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NOW READY 


DO YOU KNOW 


That 66 Leading Companies Issued New Policies in 1922-1923 
That 65 Leading Companies Adopted New Rates in 1922-1923 





The Only Book That Contains Them All in Full Is 


THE HANDY GUIDE 


1923 EDITION 


YOU MUST 
Be-Up-to-Date 
Know About the Other Company 
Be the Life Insurance Service Expert 


YOU WILL NEED 
The HANDY GUIDE for 1923 


BECAUSE THE HANDY GUIDE FOR 1923 


Gives Complete Policy Forms, Rates, Disability and Double 
Indemnity Clauses and Declaration in Application of 


184 Leading American and Canadian Companies 


Shows Annuity Rates in Full 
Publishes Industrial Rates and Policies 
Contains All Important Reserve Tables 


Order the HANDY GUIDE at once. Be a leader in your business. 


Price per copy, $4.00: 
Thumb Index Edition, $4.35 


SPECIAL CLUB RATES 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Fire, Life and Automobile Insurance Decisions 
By Harry B. Brappury, of the New York Bar 
| icy was not avoided, saying among other things: 


Fire 

Bailment, gratuitous bailee to secure insur- 
ance is liable for failure to do so in case of 
loss. : 
The plaintiff had purchased certain household 
furniture from the defendant and had taken 
an apartment in New York city. He gave back 
to the defendant two chattel mortgages, which 
provided for monthly payments of the purchase 
price, and which also provided that the furni- 
ture should not be removed from the plaintiff’s 
residence without the written consent of the 
defendant. In May, 1918, the plaintiff had paid 
a part of the purchase price, and desiring to 
move from the city for the summer months and 
give up his apartment, the plaintiff went to the 
defendant’s place of business to see about stor- 
ing his furniture until his return. The plain- 
tiff had a conversation with the credit man- 
ager of the defendant, and arranged for the 
storage of the furniture in the defendant's 
warehouse. The credit man also agreed to 
have the furniture insured and to charge the 
amount of the premium in the next bill to the 
plaintiff. After the furniture was stored it 
was destroyed by fire. The defendant had failed 
to secure the insurance. In an action by the 
plaintiff against the defendant, it was held that 
the agreement was a valid one, and the plaintiff 
could recover from the defendant the damages 
he had suffered by reason of the failure of the 
defendant to secure the insurance, Siegel v. 
Spear & Co., 234 N. Y. 497. 





Benefit Association 

Breach of warranty in application; evidence 
showing that questions contained in applica- 
ton were not answered by insured. 

In an action of a benefit certificate the de- 
fense was a breach of warranty contained in the 
application. In reply to this the claimant con- 
tended that the insured had not answered many 
of the questions contained in the application at 
all, and that they were not even asked when he 
was examined. It was also shown that the 
defendant association was making a “drive” for 
new members when the insured joined, and wit- 
nesses were permitted to testify as to the man- 
ner in which the applicants were examined. 
Such witnesses were permitted to swear that 
they had not heard certain questions asked when 
the medical officer examined the applicant. On 
this testimony the jury had found that there 
was no breach of warranty and the judgment 
entered on the jury’s verdict was affirmed. 
Moreland v. National Council of Security Ben. 
Assn., Kan. ; 212 Pac. 93. 











Life 
Law of place of issuance of insurance pol- 
icy governs; breach of warranty as to med- 
ical attendance within five years; not broken 
unless medical attendance was for serious 
illness; delivery during good health. 


A policy of life insurance delivered to the 
insured in Oklahoma upon which a claim is 
made in Arizona is governed by the laws of 
Oklahoma. 

The application for the policy stated that the 
applicant had not consulted or been treated by 
a physician within the last five years preceding 
the application. It was shown on the trial that 
the insured had consulted a physician within 
the time mentioned. The plaintiff contended 
that the illness of the insured was not serious. 
The jury so found. The court held that under 
the laws of Oklahoma the plaintiff was entitled 
to recover and a judgment for the plaintiff was 
affirmed. Fishbeck v. New York Life Ins. Co.., 

a Wis. — ; 192 N. W. 170. 








Automobile 


Warranty in application as to ownership 
of car and that it is not encumbered by a 
mortgage; when violation of such a war- 
ranty does not avoid policy. 

In October, 1919, the plaintiff bought an auto- 
mobile for $1695. The defendants insured it for 
$1600. After the automobile was burned in 
August, 1920, the defendants refused to pay the 
loss because there was a mortgage upon the 
car at the time it was insured. There was a 
warranty in the policy that the automobile was 
fully paid for by the assured, and was not 
mortgaged or otherwise incumbered. It was 
a condition of the policy that it should be null 
and void if the interest of the assured in the 
property be other than unconditional and sole 
ownership, or if the subject of the insurance 
he or became incumbered by any lien or mort- 
gage. The plaintiff gave to the man from 
whom he purchased the automobile, to secure 
a portion of the purchase price, a mortgage 
for $1395, which was duly recorded. This mort- 
gage was in force when the insurance policy 
was issued. 

Section 2 of chapter 170 of the Public 
Statutes of New Hampshire provided that— 

“Descriptions of property and statements con- 
cerning its value and the title of the insured 
thereto in an application for insurance or in an 
insurance policy shall not be treated as war- 
ranties. A policy shall not be avoided by reason 
of any mistake or misrepresentation, unless it 
appears to have been intentionally and fraudu- 
lently made, or unless the difference between 
the property as it was represented and the 
property as it really existed contributed to the 
loss.” 

Section 18 of the same chapter provided 
that— 

“This chapter shall be a part of every con- 
tract of insurance to which it is applicable. 

* * No waiver of any part of it shall be 
set up by the insurer, and every stipulation in 
the contract in conflict with it shall be void.” 

The court held that under the statute the pol- 


15 


“By the terms of this statute, unless the plain- 
tiff intentionally and fraudulently either repre- 
sented and stated to the defendants that his 
automobile was not mortgaged or concealed the 
fact of the mortgage from the defendants, the 
warranty in the policy that the automobile was 
fully paid for by the assured and was not mort- 
gaged or otherwise incumbered, is null and 
void, and of no effect, Perry v. Dwelling House 
Ins. Co., 67 N. H. 291, 295, 33 Atl. 731, 68 Am. 
St. Rep. 668. 

“The plaintiff’s testimony relating to this 
matter was as follows: The plaintiff was not 
asked by the agent of the defendants if the car 
was mortgaged, and did not inform them of 
that fact, and did not know or realize that he 
should have done so. He did not read his pol- 
icy until after the car was burned, and did not 
until then know that there were any warranties 
in the policy that the car was not mortgaged 
when insured. 

“From this evidence, which was uncontra- 
dicted, the jury were fully warranted in finding 
that the plaintiff did not intentionally and fraud- 
ulently conceal the fact that the car was mort- 
gaged. In fact it is the only finding upon the 
evidence that the jury could have made. * * * * 
The last clause of section 2 remains to be con- 
sidered, which provides that a policy shall not 
be avoided ‘unless the difference between the 
property as it was represented and the property 
as it really existed contributed to the loss.’ It 
would not seem in this case that the fact that 
there was a mortgage upon the automobile con- 
tributed in any way to the loss of the defend- 
ants. But, however that may be, this was a 
question for the jury. * * * * And it was 
submitted to them by the court under proper 
instructions, and their finding thereon, which 
must have been for the plaintiff, was final.” 

A judgment for $1600 in favor of the plain- 
tiff was affirmed. Davidson v. American Cen- 
‘tral Ins. Co., ——— N. H. ; 119 Atl. 707. 





United States Casualty Increases Surplus 


The report of the New York State Insurance 
Department after its examination of the United 
S‘ates Casualty Company, New York, shows 
‘hat that organization has a sound financial 
footing and that its business is under compe- 
tent management throughout, The examiners 
found that the company was entitled to $527,- 
722 more net surplus than it had claimed in its 
annual statement as of December 31, 1922. The 
report states that on that date the admitted 
assets were $8,285,058 and the reserve for out- 
standing claims and undetermined claims was 
£2,598,628. The surplus to policyholders was 
$2,528,613, which is an increase in this item of 
$527,772, the paid-up capital of $1,000,000 being 
included in reaching this figure. The total 
dividends paid to stockholders were about $193,- 
500 less than the interest earnings. 
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Metropolitan 


Life Insurance Company 


Incorporated by the State of New York. A Mutual Company 


HALEY FISKE, President 


FREDERICK H. ECKER, Vice-President 





Business Statement, December 31, 1922 


Assets 
More than those of any other Insurance Company in the World 


Increase in Assets during 1922 
More than that of any other Insurance Company in the World 


Liabilities 
Surplus 


NNN 5 se 62 send etre embraced whe. owe ais Sm x waa ee 
More than that of any other Insurance Company in the Worid 


ee Ne ee eee eee erie 
More than that of any other Insurance Company in the World 


Total Insurance placed and paid for in 1922 
More than ever placed in one year by any Company in the World 


Gain in Insurance in Force in 1922 
More than that of any other Company in the World 


Number of Policies in Force December 31, 1922. ...................... 
More than that of any other Company in the World 


Number of Policy Claims paid in 1922 
Averaging one claim paid for every 24 seconds of each business day of 8 hours 
Payments to Policyholders averaged $803.81 a minute of each business day of 8 hours 


Dividends payable to policyholders in 1923 


INSURANCE OUTSTANDING 


ORDINARY (Insurance for the larger amounts, premiums payable an- 
nually, semi-annually, quarterly or monthly) 
More than that of any other Company in the World 


INDUSTRIAL (Premiums payable weekly) 
TOTAL INSURANCE OUTSTANDING 


More than that of any other Company in the World 


GROWTH IN TEN-YEAR PERIODS 


$1,259,850,325.23 


144,267,300.69 


1,198,366,913.98 
61,483,411.25 
340,668,301.30 


38,685,601.91 


1,802,110,686.00 


801,849,118.00 
27,384,445 


365,276 


20,809,398.56 


$4,395,324,118 


3,412,232,839 
7,807,556,957 








Number of Policies in 


Income for the Year 


Assets at End of Year 


Surplus at End of Year 


Force at End of Year 


ance at End of Year 


Outstanding Insur- 











$1,354,267.69 
13,307,811.45 
43,336,283.61 
106,786,073.52 
340,668,301.30 








$2,002,464.13 
16,506,282.22 
89,168,790.55 
397,913,442.71 
1,259,850,325.23 





$ 379,907.13 
3,674,516.49 
10,351,338.02 
34,842,971.65 
61,483,411.25 





$ 341,632 
2,719,860 
6,976,651 

12,837,042 
27,384,445 





$ 43,245,752 
310,767,876 
1,219, 166,427 
2,604,966, 102 
7,807,556,957 
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HOW TO SELL MORE ORDINARY 


II---The Agents Equipment 


AST month, I promised to say something 
about the equipment an agent should have 
if he The 
agent's knowledge of the insurance business 
On the one 


would sell more ordinary. 
is roughly divided into two parts. 
hand, he must know his company’s policies and 
rules in order that he may know what he has 
to sell, and, on the other hand, he must know 
what kind of insurance his prospects need, and 
how much they are able to carry. 


Tue Rate Book 

The ambitious agent wili go over his rate 
book until he is thoroughly familiar with it. 
This does not mean that he will make any at- 
tempt at memorizing rates and values, but that 
he will fix firmly in his mind the name and 
form of every policy, and he will know the 
arrangement of the rate book so well that he 
can turn readily to the rates for a given kind 
of policy. This may seem a very trite and un- 
important suggestion, but it 1s not. 

Little things sometimes make lasting impres- 
sions. For a man to sell insurance, he must 
not only know more about insurance than the 
prospect, but he must appear to know more. 


A hesitant or stumbling manner may queer 
the sale. How anyone dislikes to go into a 
store and have a shop girl rummage around 
through stock for fifteen minutes for the ar- 
ticle that is wanted! 
THE CoMPANY’s RULES 

An agent, too, should have the company’s 
rules right at his finger tips, so to speak. He 
should keep un with every change in them, TT 
risks are restricted, what 


should know what 


risks are prohibited, what occupations are 


rated. This knowledge saves wastage—wastage 
in soliciting costs money, both to agent and to 
company. 

Time spent in soliciting a man to whom the 
company will not issue a policy is lost: it brings 
ho return in commissions, whereas it might 
have been spent in canvassing someone else who 
is insurable, and who could pay for a policy. 
Every rule laid down with reference to the 
handling of applications, medical examinations, 


Mspection reports, collecting and reporting 


hould be carefully and rigidly fol- 
lowed. Phese 


premiums 


rules are not in any sense 


By Wrtt1Am THORNTON 


arbitrary, and the agent who deviates from 
them is not only causing annoyance and delay 
at the branch office and the home office, but he 
is retarding the issuance of policies and work- 
ing harm to himself. 
Tue OTHER Sipe oF THE BUSINESS 
[t is not as easy to learn the other side of 
the business as it is for one to familiarize him- 
self with what he has to sell. Ilowever, it is 
easier now than it was some years ago, when 
soliciting life insurance had not been developed 
along scientific iines, but was a haphazard, hit- 
thing. 
The first source of material is the morning 


or-miss kind of < 
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This is the second article of a 
of cleven written especially for the 
dustrial Section of Tue Spre 
Walliiam Thornton, 
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meeting. Be punctual always, and listen at- 
tentively to what is said. 

Then read regularly the company’s 
organ and all home office communications and 
literature that come to you. Subscribe to at 


1 


least one good insurance magazine, and more, 


if possible. Read them carefully. 

There are many books published on life in- 
surance salesmanship. The price of most of 
them is so reasonable as to place them within 
reach of an agent of even moderate circum- 
stances. 

By all means, join the Life Underwriters’ 
\ssociation and attend its meetings regularly. 
The programs of these meetings usually in- 
clude 


successful agents in the country. 


addresses by the most wide-awake and 


Much knowl- 


edge and inspiration is to be gained by con- 


stant attendance. 


Jon’t be afraid to go to your Assistant 


Superintendent or your Superintendent with 


your hard prospects, and, if there is anything 
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house 


about the business you don’t understand, ask 
to have’ it explained to you. 


THE IMPORTANT THING 

And then one of the most important tools in 
the agent’s selling equipment is the man him- 
self. 

In the first place, he who would write more 
ordinary must not neglect his present job. The 
debit must be collected every week, regularly 
and efficiently. Don't this, but 
time for writing ordinary by watching arrears, 


neglect save 
keeping down lapses, and avoiding back calls. 

The busy industrial agent who is ambitious 
to write larger policies has little time for any- 
thing but business. With the debit out of the 
way, don’t waste unnecessary time in the office, 
or talking on the streets. Save your talking 
for your prospects, as well as saving valuable 
time thereby for canvassing. 

Be punctual in keeping appointments: when 
a policy is sold, immediately arrange for the 
examination, then go ahead with your next 
prospect. 

Be careful about your personal appearance; 
This does not imply extrava- 


dress neatly. 


gance in wearing apparel. I know a man who 
says he dresses up when he is going ‘to talk 
to a smart man about any matter of business. 
It is not for the effect that it has on the man 
he is going to see, but for the effect that it 
has on himself. It is stimulating. There is a 
certain subtle psychology about dress which is 
Look 


You will find it pays. 


undeniable. your best when you are 
soliciting. 
Be friendly and courteous. Know more 


people, try to like them. Friendliness begets 
friendliness, and if there is any one man who 
needs friends more than another, it is the life 
insurance agent. . man needing the services 
of a doctor or jawyer will look up such a per- 
son, but few people who are able to stand a 
physical examination will go in quest 
of a life insurance man and voluntarily apply 
for life insurance. 

Life insurance has enough merits to be sold 
Yet, is this not true also 
and the 


good 


on its merits alone. 
f the 
with which he stocks his store room? 


groceries 

Selling 
life insurance, however, is a different proposi- 
Friendli- 


clothes ene wears 


tion from selling these commodities. 


ness counts. Cultivate the habit. 








The Rebound 

Away, way back in the days when they made 
all the tin cans into armor and didn’t give a 
rap about the high prices of wool, when Gatling 
guns and buzz-wagons were unknown, there 
was a machine called the catapult—a huge sling- 
shot. It was made mostly of large ropes, and 
these were wound by capstans until taut. An 
immense stone was then placed in the holder. 
When released, the boulder zipped through the 
air—then bing! a dent in the masonry and sev- 
eral heads. Sometimes the operators of the 
machine were so busy giving their night-school 
yell at the destruction wrought that they forgot 
to look for the rebound of the catapult. This 
sometimes put several to sleep for keeps and 
made others dream of twittering birds or hear 
the buzzing of bees for a long time. 

Arrears operate pretty much as the catapult. 


The agent throws his message fairly and 
squarely into the homes, lands the applications 
and the business pays well for months. Then, 


when he is paying attention to something else, 
comes the He'll get after 
’em next week, but next week he finds another 
matter that must be looked after, and ere long 
he’s flat on his back, so to speak, searching for 
The assistant looks at the account, 


rebound—arrears. 


blue sky. 
tells him he used to have the debit and never 
had over 15 per cent arrears and wonders how 
And the superintendent won- 


begins 


it all happened. 
ders, too, and starts a story, which 
“When I was an agent.” But the 
true, every word of it, or else he’d never have 


story is 


been promoted. 

Several years ago a chap from off the farm 
signed up with us and was put to work under 
a detached assistant. He was handicapped to 
a certain extent, had practically no education, 
but he set out with a light heart, full of hope. 
The assistant, when instructing him, every now 
and then would say, “and keep your arrears 
down.” Three months afterwards his account 
showed almost 50 per cent of his debit paid 
over two months in advance. When he was 
asked as to how he did it, here’s what he said: 
“T rubber-stamped my brain with ‘Keep down 
I made sure the way to keep ’em 
payments. | 


arrears.’ 
down to ask for advance 
saw that a good many of my policyholders’ 
jobs would be affected by navigation closing 
for several of the winter months. I pointed 
out how much they needed life insurance, that 
they should hang on to it through thick and 
thin and I got ’em to pay an extra two weeks 
‘Keep down the arrears by 


was 


every time I called. 
keeping up advance payments’ has been my 
slogan. Result: less than 8 per cent arrears 
and all kinds of time to canvass.” 


High arrears are a stumbling-block in the 


path of success. Low arrears mean greater 
freedom to develop your opportunities and 
low arrears come principally from the agent’s 


courage to ask for advance payments. 
Prudential Weekly Record. 


—The Federal Life Chicago 
will hold the annual meetings of the Federal Life and 
the Inner Circle Clubs at Glacier Na Park, 
Montana, August 13-17, inclusive. 
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The Industrial Representative 


By JoserH F. DREDGE 


Agent at Detroit of the Prudential Insurance Company of America 


There are certain principles which make the 
successful insurance representative that are as 
sure in their results as the law of gravitation. 

The first and most important thing to do is 
to select a good, reliable company, then study 
your company’s contracts. Read all the advice 
you can get as to how the other fellow secures 
the business and then try to improve on his 
metheds and you will formulate a new plan, 
which will be your plan and thereby strengthen 
your confidence and ability. 

You do not need to lean on anyone, because 
you have studied and are now studying and 
should always be a student of the insurance 
business. It is always embarrassing to your 
fellow agent to ask him for information and 
force him to admit that he does not know. 
You should never be at a loss for an answer 
to any question that may arise in regard to 
insurance. 

You should read all the literature that your 
company has put out and also the articles pub- 
lished in this magazine. Never lay aside a 
subject until you have mastered its meaning, and 
that is why you will never forget it. You are 
sure of yourself because of the knowledge you 
have of the business you are engaged in—the 
insurance business. 

Experience is the worst teacher and the cost- 
liest. You will save time and money by ob- 
serving the experience of others and your mis- 
takes of yesterday. 

Observation is one of the most important 
things in the securing of applications. I used 
to call where I was to write a certain pros- 
pect and often found him with six or seven other 
people, and always came away with the applica- 
I always wrote my prospect. I did not 
see the other six. Now I write the seven. If 
you stop reading this now and look around, 


tion. 


you will notice something that is moving, alive, 
that has two legs, two arms and a head—you 
will see a prospect and, by developing a plan 
of interest and conveying it judiciously, you will 
create a desire in your prospect’s mind that 
was not there before. By building up and add- 
ing proper fuel to that desire, you will add an- 
other lifelong friend to your album of clients 
as well as a nice sum to your bank account. 
Remember this—the prosperous you 
look, the easier it is to sell life insurance and 
collect premiums. A diamond ring and a tie 
pin increased my debit $100, advance payments 


more 


200 per cent and reduced arrears to a mini- 
mum. If you look like a tramp, the people 
may give you money but they will never entrust 
you with the payment of their insurance pre- 
miums. 

The most vital secret of success is to make 
your work a pleasure. Be happy and you will 
be healthful. Nobody wants to do business 
with a grouch. You don’t yourself. 

Take all prospect from all of 
your pockets and pads, from the fly leaves of 
rate books and other places too numerous to 


18 


those lists 


mention. Make a list of all of them, and go and 
see them. Those that you do not closete. 
stroy. I carried some around six years anf 
when I investigated them, I found that three 
of them had been dead for two years and the 
others were much the same, except that they 
were given the privilege of breathing and walk. 
ing around. 

Don’t say—“Oh, yes! I can come any time.” 
That gives the impression that you are not 
very busy; and as people like to do business 
with a live wire, your prospect may have passed 
you by because you were not on the alert. Meet 
your appointments as you agree to or do not 
make them. If you break your word, yoy 
have placed before the first insurance man that 
comes along a sure sale. The prospect may 
call up another company and take out a policy 
just to show you when you do call. And you 
can’t blame him. It is human nature. 


Tapping Wheels 

A railroad once offered a bonus to its em- 
ployee who had the longest creditable record, 
An old man approached the president of the 
company, believing that he had a good chance 
to get the bonus. 

“How long have you worked for this rail- 
road?” asked the president. 

“Thirty-five years.” 
“And never 
against you 
“Never,” 

“What do you do?” he was asked. 
“Well, when the train pulls in the station 
here, I go down the cars, and tap each wheel 


Pid 


you had a complaint lodged 


>)” 


was the confident answer. 


with a hammer.” 

“And what do you do that for?” asked the 
president. 

Scratching 
“Damned if I know!” 

Many life insurance men are only tapping 
wheels. They are knocking on doors without 
producing results. Day after day they go 
about their work in the same routine manner, 
never striving to improve, never trying to it- 
crease their earnings, merely tapping the sur- 
Their debits are like the 


old man’s car wheels—only tapped. 


his head, the old = man said, 


face of their business. 


The successful life insurance man does not 
content himself with “tapping wheels.” He 
goes to the very bottom of the business, knows 
his stock of goods from the ground up, and 
cultivates insurable inhabitant of his 
debit, town, or neighborhood. He and his family 


every 


are always prosperous because, in addition to 
his usual commissions, he goes after bonuses and 
extra compensation like a hungry wolf. He i 
the man at the top of his company’s list 0 
leaders. He studies, enjoys, loves and respects 
his work. His policyholders are his best friends 
and assistants. He sees in his work the ser 
vice he is rendering to others; he is not just 
“tapping wheels.” 

—Western and Southern Field News. 
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The Agent and His Methods 


Your time is your capital. Therefore, never 
waste it. Nothing will take the place of time 
it we can claim only the present. Im- 
prove the time by working and thinking; by 
wisely directing your work. Otherwise it will 
return labor W ork 
that brings results does not consist in putting 
‘n long hours canvassing everybody that will 
listen. No other business requires better 
thought, more careful planning or greater tact. 
While you ought to be able to call on a good 
many people in the course of a week's time, 
even this can be overdone. There is such a 
thing as spreading yourself out so thin that you 
will make no impression anywhere. Concen- 
trate. After spending the time to make a call, 
either secure an application, arrange for an- 
sine interview or be convinced that further 
effort at that particular time is useless. Be 
thorough. Never make a practice of calling 
on people until you are ready then and there to 
make a decisive stand, even if for only ten sec- 
onds. It may be the very moment to press your 
case. Settle something one way or the other. 
Simply sceing people amounts to nothing. It 
is what you do when you see them. And if you 
can secure more business from one call a day 
than other agents secure from ten calls, you 
your head—your wits—more than 


and ot 


no more than unskilled labor. 


are using 


they. 
Your best work may be done when at home 


or in your office, quiet and alone, thinking and 
laying your plans undisturbed. Remember 
that today’s work is never finished until plans 
for tomorrow are complete. Many a solicitor’s 
besetting weakness is his waste of time. Not 
that he is indolent; he simply fails to plan. In 
other lines of business plans are laid weeks and 
months ahead. Ours should be no exception. 
Adopt some sort of schedule and follow it, or 
the hours and days will slip by without results. 
Before you let go today, know exactly where 
you are going to take hold tomorrow. 

It is not uncommon to hear an agent speak 
of other agents who are more successful than 
he as being “lucky.” But who are these “lucky” 
agents? “I always have luck when I get out 
and hustle for it,” said a big writer the other 
day, “but none of it ever happens to come my 
way when I am loafing around the office or not 
on the job. I have invariably found that luck 
will meet me half way, but it won’t pull me out 
of beds mornings or hunt around lounging 
places for me nights.” 

HrkaALtH AND Hasits 

An agent’s health is his chief implement of 
success. It represents his stock in trade. 
Therefore keep mind and body bright and 
strong by being careful about your habits. The 
practice of drinking, especially regular pro- 
miscuous drinking, is bad for either, and with- 
out wishing to appear prudish I might add, 
that the less one indulges at any time or place, 
the more apt he is to always find himself in 
good trim for work. Drinking has never been 
much of a card and is less popular today than 


ever before. The business world long ago 
agreed that intemperance is an obstacle to suc- 
Great corporations and large employers 
generally are less lenient with their employees 
It is 
with the em- 


cess. 


in this respect to-day than at one time. 
a matter of self-preservation 
ployer, experience having proved to him over 
and over again that intemperance invariably im- 
pairs efficiency. The class that you are most 
anxious to reach is made up of men who are 
thus trained and disciplined and unless you are 
willing to conform to their standard, you will 
a dis- 


receive little consideration and be at 


advantage in every way. 


RECREATION 

Everybody needs recreation—a change. For 
this go away; leave town. Get out of sight of 
people with whom you mix in a business way. 
Let them miss you, but not see you at any- 
thing that does not pertain to your business. 
If they 
see you first at the races, then the ball game, 
and again on a hunting or fishing trip, they 
are apt to get the impression that you have it 
too easy, are not attending to business or form 
some other notion equally injurious to you. 
doesn’t 


Men are uncharitable in such things. 


is cold-blooded and 
Once I went on 


Modern business 
mix well with anything else. 
a short hunting trip with a lawyer friend. Be- 
fore leaving he cautioned his stenographer not 
to let any one know where he had gone. I 
asked him “why?” “Because,” he said, “I have 
some rich but ‘cranky’ clients, who would get 
another lawyer if they knew I ever spent any 
of my time in this way.” Some may consider 
this a little far-fetched and very trifling, but 
it is one of the big little things for an agent 
to keep in mind. 

The least thing that might discredit you with 
a prespect may be the “last straw.” Remem- 
ber you are a solicitor. Many will even be un- 
charitable enough to regard you as an intruder. 
Therefore, recognition, welcome, attention, or 
consideration is never waiting for you. These 
you have to force by your personality, diplo- 
macy, and tact. 


LOOKING FOR PLEASURE 
There is a wide difference between recreation 
Never feel that you must leave 
Unless one’s chief en- 


and pleasure. 
your work for pleasure. 
joyment is in his work, something is wrong. If 
you work because of necessity alone, wishing 
for vacation time and holidays to come, keep- 
ing your eye on the clock, you will make little 
headway. The greatest danger in too much 
outside pleasure is that it diverts one’s mind 
and heart. You are apt to get the notion that 
your business involves only work—drudgery ; 
that you must go elsewhere for your fun. This 
is bad. Cultivate, nurse and coddle your busi- 
ness as you must, to succeed, and it will fur- 
nish you with more real fun than you can find 
anywhere else. The planning, anticipating, un- 
certainty, victory, now and then defeat, getting 


ig 


on in the world, seeing the bank account grow, 
success, independence—all these interesting sit- 
uations ought to furnish excitement and fun 
enough for anybody. 

This story is told of the late Henry B. Hyde, 
founder of the [Equitable Life Assurance So- 
ciety: “It was said of Mr. Hyde that when 
he was not talking life insurance he was dream- 
ing about it. Ele was a member of one of the 
big downtown clubs in New York city and 
whenever he was present anybody that hap- 
pened to be around was sure to hear something 
about life insurance, Mr. Hyde’s company in 
particular. -He talked it morning, noon, and 
night and sold it to every club member he could 
persuade, until finally he was expelled for “talk- 
ing shop,’ against the club rules. Mr. Hyde, 
who was one of the great men in life insurance, 
never found it dull, but full of fun. He found 
his chief enjoyment in his business, which 
alone would insure success. There are marty 
other things that men will work harder for 
than money, it often being a mere sequence. 
I“very great creator or builder invariably builds 
greater than he can know, comprehend or fore- 
see in the beginning. Fis love for his work 
inspires and leads him on and on. This is 
just as true of a life insurance salesman as of 
one in any other business.” 

Only for the purpose of illustration, and with 
apologies for making the comparison, the fol- 
lowing is quoted from the New York Ameri- 
can, setting forth how a noted confidence man 
laid a trap for his victim: 

“In ‘trimming’ Dr. John A. Harris out of 
$17,506, ‘Big Lem’ Strosnider hired an aban- 
doned but fully equipped gambling house. He 
hired eighteen men to play the part of million- 
aire players, two colored attendants to serve 
Wine and cigars, a doorman and several faro 
dealers, roulette croupiers and other necessary 
adjuncts to a full-fledged gambling house. The 
‘players’ When 
Strosnider and his victim entered two roulette 
wheels and two faro banks were in full -opera- 
tion. The crook and his unsuspecting victim 
watched the play for a while, and then each 
bought $10,000 worth of chips and played faro. 

* * Counting up profit and loss in this 
instance, Strosnider had not made a particu- 
larly big haul—$17,500 in all. It had cost him 
about $2500 to rig up the fake gambling house, 
hire the dealers, the waiters, the lunch and the 
imitation millionaires who were so busy play- 
ing at the tables. There was a net profit of 
about $15,000 for Strosnider.” 


were all in evening dress. 


Now why was all this preparation and plan- 
ning of details? Was it not to make the neces- 
sary impression and gain the confidence of the 
victim? To be sure, this crook was appealing 
to the greed and weakness of his victim, while 
your purpose is the praiseworthy one of arous- 
ing a virtuous desire in your client’s heart to 
protect his wife and children. But, since each 
involves the problem of “how to get at a man,” 
the principle is the same. If you will take a 
little of the pains, and use some of the tact 
that this “aristocrat of the underworld” em- 
ployed to trap his victim, your income will be 





many times multiplied in behalf of a noble 


cause. 
Therefore, adhere to the principles of life 
insurance salesmanship, which involves the 


philosophy and phenomena of the human mind 
rather than knowledge acquired from books. 
It is a science. One can neither see, hear, taste, 
nor feel life insurance. Hence, it cannot be 
sold as neckties or wine are sold—to the senses. 
You have to appeal to the reason, heart, con- 
science and imagination of a prospect. 


RECIPROCITY 
Thoughtfulness, little attentions and the spirit 
of helpfulness on the part of a solicitor are 
virtues that smooth down many rough places 
and add grace and charm to his personality. 
These should be urged as cardinal virtues. I 





have in mind an example—an agent whose suc- 
cess is due almost entirely to tact, and little 
attentions toward others. This agent worked 
his way through college, and after graduating 
took up life insurance. This is his novel 
method: He plans to meet the right sort of 
people in the right way—through a proper in- 
troduction. Not to hobnob or make himself 
familiar, but simply to make a favorable and 
lasting impression, both as to who and what he 
is. He finds out the particular hobby in which 
each of his new acquaintances is interested, then 
begins to make use of it. He watches the 
papers and magazines and whenever he sees 
anything that he thinks might interest his “pros- 
pect,” cuts it out and mails it to him, together 
with a short note referring to the same, but 
never encloses his business card. To the fisher- 
man he sends “fish stories,” to the hunter, hunt- 
ing stories, and so on as the case may be. 
never runs to their office or place of business 
with these clippings or stories as an excuse to 
make a “trade” call. That would be too trans- 
parent. Neither does he use fancy stationery, 
but scraps of wrapping paper, pieces of old 
envelopes or anything else that is not suggestive 
of purpose or premeditation. But he is care- 
full never to overdo this. To be sure, he carries 
his system much further, taking advantage of 
every opportunity to make a new acquaintance 
and a favorable impression; to render any ser- 
vice and to please. 

Now how are these little attentions naturally 
received? Does not the recipient of a courte- 
ous note, with some thoughtful little enclosure, 
say to himself, “Oh, yes. Mr. Smith. Well, 
well, this is very nice of him. He is all right.” 
This man is favorably impressed, which is the 
Finally when this clever solicitor “hap- 
along, as he most assuredly will, he 


point. 
’ 


pens’ 
doesn’t have to break down any doors, or 
browbeat his way im. He will be welcome. 
And mind you, when he does “happen” along, 
it is to get the application, and he usually suc- 
ceeds. 

He is also particular about this: Whenever 
any one is kind enough to furnish him with 
letters of introduction, friends or 
otherwise renders the 
never fails to promptly acknowledge the same 


names of 


slightest assistance, he 


in an appropriate note of thanks. These though- 
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ful little acknowledgments are always appre- 
ciated; they make a lasting impression. And 
they are his stock in trade. This agent solicits 
principally among college and other professional 
men, and has built up a large following in the 
very simple manner described. 

Some time ago a contributor related in THE 
SpEcTrAtTOR his experience with an Irish section 
foreman out on the Western plains, who, after 
giving his own application, assisted the agent in 
The closing part of 
“After returning 


securing several others. 
the article referred to reads: 
home, | wrote a letter to my new Irish friend, 
thanking him for his application and assistance. 
| also sent him a new pipe, together with a 
pound of the strongest tobacco | could buy. A 
year later I happened to be there again on a 
hunting trip, and sure enough, Casey was still 
on the section and we were glad to see each 
other again. He had been talking life insur- 
ance to all the railroaders and settlers, show- 
ing them his policy with a great deal of pride. 
With his assistance 1 secured several new ap- 
The point I wish to 
make, however, is this: we should never fail 
to acknowledge the slightest courtesy or assist- 


plications before I left. 


ance, however humble its source.” 

Some people never miss an opportunity to 
[ have in mind a life insurance 
A manufacturer in his 


help others. 
solicitor of this sort. 
town who was trying to increase his capital 
through an issue of bonds, was having a hard 
time disposing of them. This agent, knowing 
the circumstances, pulled off his coat, jumped 
in and placed the bonds himself, then refused 
to accept any pay. Although he was built this 
way and enjoyed helping out a fellow towns- 
man and neighbor, he nevertheless made it a 
part of his business, the result being, he sold 
more life insurance than any other three agents 
in his territory, and did it easier. Can we 
wonder? 

Another instance is that of a life agent in 
the West, who was soliciting among farmers 
during the busy harvest season, with poor suc- 
cess. Grain was suffering, and the farmers 
were unable to get enough harvest hands to 
save the crop. What did this agent do but put 
up his horse, borrow some work clothes and 
pitch in. For two weeks he made a full hand 
in the harvest field, helping the farmers gather 
in their grain and then refused to accept a cent 
of pay. This naturally made a lasting impres- 
sion and proved to be the best year’s work he 
had ever done. It advertised him far and near 
and resulted in his doing a tremendous busi- 
ness all through that section from that time 
on. He followed up the advantage early and 
late, and other agents stood absolutely no show. 
How many agents would have done as he did? 
Is it not easy to explain the secret of success 
in his case? It was reciprocity; the proper 
spirit, the right principle and a business policy 
that always wins. 


I; NTHUSIASM 
The following on enthusiasm is quoted from 
appeared in THe 


an article that recently 
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“So much has been said and written pro- 
claiming the virtue of enthusiasm on the part 
of a solicitor that some may get the impres- 
sion that this is the only qualification he need 
possess. 

“When tempered with judgement, knowledge, 
and experience, enthusiasm becomes a_ potent 
Otherwise, it accomplishes little and 
soon wears out the machinery. 
kept 


force. 
Like steam, it 
must be under control and properly 
directed. 

“Enthusiasm, in many instances, is only heat 
of imagination; violent excitement of the mind, 
inspiring extravagance in thought, word and 
act. This results in unorganized, intemperate 
effort. 

“It requires something more convincing than 
mere enthusiasm to influence the average desir- 
able prospect. Lawyers do not enthuse a client 
into making his will. Neither do people insure 
because we enthuse or excite them, but because 
we make them think; think soberly, not pas- 
sionately. Jt is a mistake to lead the agent 
heginning to believe that all he needs to do is 
‘whoop ’er up.’ 

“An enthusiastic, emotional agent once said 
to the writer at an agency meeting, ‘I can make 
the whole family cry and I can get their ap- 
plications, but not their money, and the busi- 
ness lapses before it goes in force.’ ” 

“There is a wide difference between force- 
fulness and enthusiasm; between writing life 
insurance and selling it. In their enthusiasm, 
many agents talk too much and say too little. 
That is, they lack force and clearness, hence 
fail to drive home their point. An insurance 
journal very aptly recommends to the agent that 
he ‘Talk like a jackass kicks’; that is to say, 
with both feet; with force and directness.” 


SERIOUSNESS 
Be serious—earnest. Life in- 

You may “kill” a prospect 
by trying to tickle him. “One evening I heard 
a good story,” said an agent who had made this 
mistake. “The next morning I called ona 
prospect by appointment, and wishing first to 
get him in good humor, told this sory. It 
made a hit. I thought he would never stop 
laughing. The story, of course, reminded him 
of one and then another and another. When 
the story-telling, which I had started, was 
finished, an hour of the busiest part of the day 
had passed, and my prospect’s thoughts were as 
far from life insurance as they would have been 
at a horse race. When I suggested that we get 
down to business and fix up that application, 
he jumped up, looked at his watch, and ex- 
claimed ‘Great Scott! It’s almost eleven; no 
time to talk life insurance to-day.’ As he dis- 
appeared toward the wareroom he turned and 
said, ‘Great story, that, and you know how to 
tell it; come around when you have another. 
He was gone. 

“Never afterward could I get his serious at 
tention. Whenever he would see me coming 
he expected a story. He regarded me as he 
would a clown more than a business man, and 
I then resolved to cut out vaudeville and stick 
strictly to life insurance in the future.” 


Another thing. 
surance is no joke. 
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On the other hand, be careful not to be an 
afiliction—a gloom. Some people already have 
rstitious or uncanny notions about life in- 
and if you start in to preach them a 
funeral sermon they are apt to regard you as 
they would the undertaker rather than one who 
is preparing them to live. People like to hear 
Remember you are not 


supe 
surance 


something cheerful. 
selling shrouds, but something to live by. 
Something that will help now; that will insure 
peace of mind and prolong life. But, after 
one’s days are ended, it will sustain and shelter 
those for whom the insured had lived, per- 
petuating his memory and good name. This 
should be a cheerful thought. 

A well-known agent claims that he never 
allows himself to use the word “death” in can- 
vassing. Others refrain from using even the 
term “life insurance” or any other that would 
suggest death, so sensitive are many persons 
who do not hear the subject discussed daily 
as we agents do. Therefore, paint your picture 
in bright colors. Let your symbols suggest 
springtime, sunshine, life, not death. 


Tue UNEXPECTED 

If an agent secures applications only from 
“good prospects” his disappointments will be 
many. To illustrate: A writer in one of the 
far Western States casually made the acquaint- 
ance of a lawyer residing in a small town in 
his ferritory, and made an appointment to meet 
him at the latter’s office the following Mon- 
day morning to discuss a ten thousand dollar 
policy. On his return from keeping this ap- 
pointment he was met at the station by an agent 
friend who inquired if he had landed his man. 
“No,” he replied, “but I got two ‘two’s’ from 
people I never saw before and made an ap- 
pointment to meet the lawyer again next Mon- 
day.” Next week came and still he failed to 
secure the expected application, but returned 
with two more unexpected ones. On his re- 
turn from a third interview with the lawyer, 
he again met his agent friend who said, “Well, 
I suppose you got him this time?” “No,” he 
answered, “I didn’t get him, but I got three 
more of the unexpected kind and if that lawyer 
will only hold off long enough I’ll write every- 
body in that town.” 

This “live wire” considered everybody a 
prospect. The merchant, hotel keeper, minister, 
blacksmith, drayman. Why not? Since life 
insurance is universally appreciated, an agent 
need never move a stone’s throw from wher- 
ever he happens to be, to find prospects. 
People are constantly under- 
Some new 


Another thing: 
going a mental and material change. 
circumstance or experience will often cause a 
change of vision. Although a “hopeless” case 
to-day, sickness, death, payment of a claim or 
some other new circumstance or condition may 
appear to impress one with the immediate need 
of insurance. Every dollar of the hundreds of 
millions paid annually to beneficiaries adds a 
new convert to life insurance and prompts some 
hesitating prospect to act. This was forcibly 
impressed upon a Western agent in the follow- 


ing experience: This agent had a letter to a 
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merchant in a nearby town where the railroad 
facilities were limited to one train a day, thus 
compelling him to remain over until evening. 
Within an hour after his arrival in the morn- 
ing he had been emphatically turned down by 
the merchant and instead of canvassing others, 
he allowed himself to fall into that “all-in” 
condition such as solicitors often experience 
unless they keep a very tight grip on their 
courage. The upshot of it was he loafed. A 
little before train time, he went to the station. 

“Ts the train on time?” he asked. 

“No, sir, it is three hours late.” 

“Thank you,” he said, and proceeded to ex- 
change a few pleasantries. 

“What is your line?” finally asked the young 
man in the ticket office. 

“Life insurance. The So and So Company,” 
the agent replied, naming the company he repre- 
sented. 

“Oh, indeed. That's a good company. I and 
my brother here and another young railroad 
man have been thinking of taking some insur- 
ance. Come inside the office and explain your 
plans, if you wish.” 

The agent did so, which resulted in the three 
cases being closed for $2000 each, examined and 
annual premiums collected. Afterwards, the 
agent learned that the recent death of the father 
of the two brothers had precipitated their de- 
sire for immediate protection. This goes to 
show that business often comes to a solicitor 
when neither expected nor deserved. 

People are also moody. The man who will 
refuse a hearing to-day, may prove a willing 
subject to-morrow. If you have ever done any 
bass or trout fishing you know there are days 
when these wary fish simply will not bite. You 
have also noticed that they are never sitting 
out on the bank waiting for you. Men are 
quite as fickle and elusive. It requires patience 
and tact to reach them. 

A solicitor has to bear with many inconsis- 
tencies. Some people will try to put him off 
with excuses that are not excuses. A darky 
once promised an agent that on March 1 he 
would give him his application. When the time 
arrived and the agent went to get it, the darky 
informed him that he had changed his mind, 
because, as he said, “I has always noticed, dat 
whenebber I libbed to de fust of Ma’ch, I neb- 
ber did die dat yeah.” Many of his white 
brothers are often quite as hard pressed for 
Therefore an agent should never 
No healthy case is 


an excuse. 
accept any excuse as final. 
ever hopeless. 


INsURING Your FRIENDS 

There is no other one feature connected with 
selling life insurance that is more perverted or 
misunderstood than that involving the ques- 
tion of ethics between an agent and his per- 
sonal friends. 

[The foregoing are further extracts from the 
book “Multiplying Your Income” or “How to 
Sell Insurance,” by William T, Nash, and pub- 
lished by The Spectator Company. The book 
is an excellent one for study by industrial in- 
surance agents. ] 
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JOHN HANCOCK NOTES 


Will Establish Two New Districts in 
St. Paul 


DEATH OF CHARLES J. JOACHIM 


Promotions in the Field—Leaders in Vari- 
ous Branches 


Two new weekly premium agencies will be 
established at the twin cities of St. Paul and 
Minneapolis by the John Hancock as of April 
23. Superintendent James Quinn of Detroit 
will be transferred to the superintendent’s posi- 
tion at Minneapolis and Assistant Superintend- 
ent Thomas C. Glynn of Chicago will take the 
superintendency at St. Paul. Both these men 
have enviable records and the experience of 
the general agencies established in the twin 
cities some time ago points to excellent oppor- 
tunities for the new branch of business in that 
field. 

Superintendent Charles J. Joachim of Brook- 
lyn died recently at his home and his loss is 
keenly felt by the company. He was a real 
veteran in the service of the company, having 
become associated with the John Hancock in 
1886 and for the past twenty-nine years he 
efficiently carried on his duties as superin- 
tendent. 

As of April 9 the company will open a new 
weekly premium agency at Manchester, N. H., 
Superintendent D. J. MacQuarrie being trans- 
ferred from Pittsfield, Mass., to take charge. 
Assistant Superintendent Ernest Redfearns of 
Fall River will be promoted to fill Mr. Mac- 
Quarrie’s position. 

Assistant Superintendent Brewer C. Mackay 
of Toledo will be promoted to the position of 
superintendent in place of Mr. MacLead. Agents 
Samuel T. Bromely, Cincinnati; Robert H. 
Schock, Hackensack; William Flader, Staten 
Island; Theodore Zimmerman, Chicago; Wil- 
liam Ferris, Pittsburgh; James H. Holt, Fall 
River; Floyd B. Yarger, Toledo; Joseph A. 
McCullough, Toledo; Arthur: A. Geer, River 
Point; Clarence L. Cooper, Bayonne; Edward 
C. Brown, Cleveland; Joe Hanen, Dayton; 
Herbert Schortman assistant-at-large, Rox- 
bury, and Walenty J. Kendzierski have been 
promcted to assistant superintendents in the 
districts of their service. 

The list of leaders for the second month of 
1923 sees radical changes from the list for the 
first month—Agent Medas of Cleveland on 
gross A. F, issues being the only man retaining 
The complete list is as follows: 
On weekly 


his position. 
Assistant superintendents leading: 
premitm increase, Nushzno of Brooklyn; on 
gross ordinary issue, Stolzman of Long Island 
City; on gross A. F. issues, Whynot of Rox- 
bury. Agents leading: On weekly premium 
increase, Theriault of Fitchburg; on gross ordi- 
nary issues, Miller of Elizabeth; on gross A. 
Detached assist- 
On weekly pre- 

Hoboken; on 


I’. issues, Medas of Cleveland. 
ant superintendents leading: 
mium increase, Bickhardt of 
gross ordinary and A. F. issues, Bickhardt of 
TToboken. 
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PRUDENTIAL ITEMS 





Changes in the Field Reported 





DINNER TO RALEIGH C. WEBBER 





Additions to Ranks of the Prudential Old 
Guard—Other Items 

On March 24, Superintendent Raleigh C. 
Webber tendered a dinner to his entire staff 
and fellow Prudential superintendents of the 
city in Chicago, IIl., to commemorate the com- 
pletion of twenty years of continuous service 
which qualified him for entry into Class D of 
the Prudential Old Guard. The visiting su- 
perintendents and members of the staff spoke, 
representatives from the home office were pres- 
ent, and the occasion was a very enjoyable one. 
The services of Mr. Webber date from March 
24, 1903, as agent at Vincennes, Ind. He was 
promoted to assistant on December 7 of same 
year and his superintendency career dates from 
December 6, 1909. 

Saturday, March 24, 1923, was a very event- 
ful occasion in the Prudential life of Super- 
intendent A. I, Boissonnault of the Montreal 
No. 2 district. It was on this day that the 
company tendered to Mr. Boissonnault and his 
staff a dinner at the Mount Royal hotel, Mon- 
treal, in f superintendent’s 
twenty-fifth anniversary of continuous serivce. 
The home office was represented by G. W. 
Munsick, second vice-president and field super- 
visor, E. J. 


recognition of the 


Maclver, assistant secretary and 


THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it willdo for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward, manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 Ce = = we = 
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C:. G, 
pany. 
Agent Joseph H. Mamer of St. Louis No. 4, 
has completed twenty years of continuous ser- 
In recognition of the event he was pre- 
sented with certificate and gold locket, 
Assistant Superintendent Howard B. Baker 
of Philadelphia No, 11 and Agent Albert V. 
Farnath of Camden, N. J., recently passed 
their twenty-fifth anniversaries in the service 
of the company and are now full-fledged mem- 
bers of Class E of the Prudential Old Guard. 
Assistant Superintendent Henry K. Choda- 
kiewiz has completed twenty years of continu- 
starting in district 
January 28, 1903. He was promoted the latter 
part of the same year to assistant superinten- 
dent and transferred to Chicago No. to. In 
Tune, 1911, he was transferred to his present 


Lanning, division manager of the com- 


vice. 


ous service, his present 


account. 

Agent David H. Sawyer of the Chicago No. 
5 district is a recent addition to Class D of 
the Prudential Old Guard. He started as agent 
in Chicago No. 4 in March, 1903. 

On Monday, March 26, Agent Herman B. 
Solloway of the Cleveland No. 3 district was 
promoted to the position of assistant super- 
intendent. 

Joseph T°. Drasal, who 
rounded out twenty-five years’ continuous ser- 
the March 12, will be 
tendered a dinner in his honor to celebrate the 


Superintendent 


vice with company 


occasion on April 26. Invitations will be issued 


to the entire staff. 





METROPOLITAN NEWS 


Three New Districts Created in 
March 








MANY CHANGES IN MIDDLE ATLANTIC 
TERRITORY 





Leaders in Ordinary and Industrial Up to 
and Including Week of March 12 

The Metropolitan Life Insurance Company 
created three new districts during the month 
of March, which brought with them several 
changes 
resulted in the promotion of some assistant 
managers to the positions of managers. The 
three districts were in three territories, Em- 
pire State, Southern and Canadian. On March 
5, Malone, New York, hitherto a detached 
the Plattsburg, N. Y., district, 
created a district with B. R. Car- 
penter, formerly manager in the Plattsburg 
district, promoted to be manager in the new 
district. Pontchartrain and Crescent City, dis- 
tricts in New Orleans, La., have been divided 
and a new district created, to be known as 
Tulane, La. William F. Barron, manager of 
Miss., was transferred to the new 
This will date from April 9. Joli- 
ette, Canada, formerly a part of the Montreal 
North district, was made a district March 26, 
and Romeo Tremblay, group life supervisor 
for the Province of Quebec, made manager of 
the new district. 


among existing managers and also 


section of 
was 


Meridian, 
district. 
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A Thousand and One Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 
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The greatest number of changes among man- 
occurred in the Middle Atlantic 
territory, where are the States of Pennsyl- 
vania and New Jersey. David G. 
manager of Washington, Pa., was transferred 
to Lawrenceville, a district in Pittsburgh, Pa., 
March 5. Joshua Abrams, manager of the 
Pittsburgh, Pa., 
Logan, a part of Philadelphia, Pa., March 5 


agers have 


Kyle, 


district was transferred to 
to succeed Coy A. Brown, who resigned on ac- 
count of illness. He has since recovered and 
has been temporarily appointed manager of 
Camden, N. J., March 21. The vacancy left by 
the transfer of Abrams was filled by the ap- 
pointment of John Edgecomb, former manager 
of Millvale, Pa., March 5. This led to another 
transfer and a promotion, Elmer D. Gray, 
manager of New Castle, Pa., being transferred 
to Millvale, Pa., March 19, and Julius Blaha, as- 
sistant manager in Allegheny, Pa., promoted to 
be manager of New Castle Pa., 

Charles E. Bartlett, an assistant manager in 
the Riverside, N. Y., district, was promoted to 
be manager of the Plattsburg, N. Y., district, 
March 5, succeeding J. B. Tillotson, 
ferred to Schuylkill, Pa. Isidor Siegel, 
ager of the Fulton, N. Y., district, wa 
Knickerbocker, N. Y., 


same date. 


trans- 
mati- 
trans- 
ferred to the district, 
April 9, to fill the vacancy caused by the resig- 
nation of Louis S. Bruenn, who has since re- 
turned to the service of the company as man- 
ager of the Fillmore, Buffalo, N. Y., district 
while Peter M. Smith, whom Bruenn succeeds, 
has been transferred to Fulton, N, Y., in his 
Tsidor Siegel. 


turn succeeding 
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The new district of Tulane, La., took Man- 
ager William F. Barron from Meridian, Miss., 
and the vacancy was filled by the promotion of 
Calvin C. Sellers, general assistant manager of 
the same district. 

In the New [England territory there was but 
one change to be recorded. Cecil J. North, as- 
sistant manager in Stamford, Conn., was pro- 
3attle Creek, Mich., 
Swift, re- 


moted to be manager of the 
district, April 2, to 
signed. 

The ten leading districts in the country at 
large, including the Pacific Coast in average net 


succeed E. E. 


gain, ordinary business, per man, per month, for 
the year to and including the week of March 12, 
were: Ridgewood, N. Y., David Rudberg, man- 
ager; Murray Hill, N. Y., D. G. C. Sinclair, 
manager; Fordham, N. Y., E. J. Adams, man- 
ager; Delmar, Mo., Norman Schiffrin, manager ; 
Joliet, Tl, B. D. Morton, manager; Greenwich, 
N. Y., A. H. Bruenn, manager; Oak Park, III., 
Gabriel Dunkleman, manager: New Haven, 
Conn., G. D. Neagle, manager; Jefferson, Mo., 
Simon Neveleff, manager; Allegheny, Pa., J. A. 
White, manager. 

In average paid-for ordinary business in the 
country at large, per month, per man, for the 
vear to and including the week of February 26, 
the ten Jeading districts were: Ridgewood, 
N. Y., David Rudberg, manager; Murray Hill, 
N. Y., D. G. C. Sinclair, manager; Butte, Mon- 
tana, R. H, Puxley, manager; Joliet, Tll., Ben- 
jamin D. Morton, manager; Delmar, Mo., Nor- 
man Schiffrin, manager; Uniontown, Pa., John 
Davis, manager; Oak Park, Tl., Gabriel Dunkle- 


Thursday: 


man, manager; Jefferson, Mo., Simon Neveleff 
manager; Greenwich, N. Y., A. H. Bruenn, mail 4 
ager; Westport, Mo., Linville L. Adams, man. | 
ager. 


Among the twenty-five leading agents and 


agents unattached in industrial gross increase for 


the yearto and including the week of March 26, 
the following were the first ten: C M@ 
Wyckoff, agent unattached, Fordham, N. Y.; 4 
Israel Kaplan, agent, Manchester, N. H,; 1 
James Riordan, agent, Murray Hill, N. Y..4 
Il’, H. Potvin, agent, Manchester, N, H.; 
Nicholas Marcovicez, agent, Manchester, N, H.; 4 
Benjamin Silber, agent, Bristol, Pa.; M. K > 
Murphy, agent, South Boston, Mass.; V. M. | 
Dalpe, agent unattached, Manchester, N. H; 
Halperin, agent, Toronto Center, 
Canada. It will be noted that out of these ten 
men, four of them are in Manchester, N, H,@ 
and one in Boston, Mass., 50 per cent from the 
New England territory. 

One other list may be of interest, that show- 
ing the ten leaders among agents and agents 
unattached in ordinary placed business for the 
vear and including the week of March 12, 
They were: R. C. McGee, agent, Uniontown, 
Pa.; W. R. Halliday, agent, Silk City, N. J.; 
Joseph Frankel, Yale, Conn.; J. B. Oliver, 
agent unattached, Binghamton, N. Y.; F. M, 
Doerr, agent unattached, Allegheny, Pa.; Jacob 
Freedgood, agent, Ridgwood, N. Y.; Harry % 
Bachenheim, agent, Norristown, Pa.; August 4% 
Balsamo, agent unattached, Braddock, Pa; 
M. H. Tucker, agent, Omaha.; Louis Benjamin, 
agent, Providence, R. I. 
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Gain in income over last five years 

Gain in admitted assets over last five years 
Gain in Insurance in force over last five years 
Average gain over last five years 
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Gain in interest income over last five years.... 


The above figures are the results of the highest grade of service 
to policyholders and representatives. The latest is 
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Analyzing Life Situations 
for Insurance Needs 
By Griffin M. Lovelace 
Director, Life Insurance Training Course 
Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
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Selling Life Insurance 
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Second Vice-President, Equitable Life Assurance Society 
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PRICE, $3.75 Delivered 
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INDIANA NATIONAL LIFE REINSURED 
Business Goes to Inter-Southern Life of 
Louisville 
InpIANAPOLIS, INp., April 9.—With a bid of 
$380,000 for all the liabilities and assets of the 
Indiana National Life Insurance Company, in 
the hands of a receiver, the Inter-Southern Life 
Insurance Company of Kentucky was sold the 
business, following a hearing before the court 
and receiver. The company bid also $16 a 
thousand for insurance, or a total of $260,000 
for the business in force, the amount neces- 
sary to build up the reserve to be deducted from 
the total. The $380,000 bid was considered best 
by the court and it was the one accepted. A 
check of $80,000 was posted by President Duffin 
of the Inter-Southern and the entire transaction 
will be completed within a week. The Chi- 
cago National Life of Chicago and the Missouri 
State Life of St. Louis also submitted bids. 
The Indiana National Life, as of December 
31, 1921, had a premium income of $455,793, 
assets of $2,449,691 and insurance in force of 
$15,828,372. The Inter-Southern, as of Decem- 
ber 31, 1922, had a premium income of $1,836,- 
673, assets of $7,371,274 and insurance in force 

of $62,591,308. 


The Franklin Life in Indiana 

Two years ago the Franklin Life Insurance 
Company of Springfield, Ill., entered Indiana, 
opening offices in Indianapolis with Ralph L. 
Colby in charge as manager for the State. 
Being a stranger in Indiana, Mr. Colby devoted 
the greater part of the first year to the writing 
of personal business, and in making friends 
and getting acquainted with his territory. With 
this as a foundation, Mr. Colby began to build 
and the second year his agency produced almost 
one million of paid-for insurance. To accom- 
modate the growing business, larger office space 
was required, and early in the present year, the 
company secured and now occupies a handsome 
suite of offices in the Occidental building, cor- 
ner of Washington and Illinois streets, a choice 
location indeed—at one of the busiest corners 
in the business district. 

Mr, Colby, although just past thirty-one, has 
had a wide experience in agency work, as well 
as in personal soliciting, and his success has 
been largely due to his high ideals regarding 
service; not only service as it applies to his 
business, but service to his city and State, 
service to the church and service to his fellow 
man, wherever he may be found. Whenever 
there is a call for charity or for any other 
worthy cause, Ralph Colby is one of the first 
to take off his coat and serve with all his heart 
and soul. And it is with this same spirit and 
these same high ideals that Mr. Colby conducts 
the business of his agency. 


Victory National Life Organizing 


A new life insurance company with an 
authorized capital of $500,000 is to be organized 
in Tampa, Florida. The company will be 
known as the Victory National Life Insurance 
Company. Only $200,000 of capital will be 
issued at present. 


Missouri State Life Appointment 

M. E. Singleton, president of the Missouri 
State ‘Life Insurance Company of St. Louis, 
announces the appointment of Robert Lee 
Morton as home general agent of that com- 
pany, 

Mr. Morton is well known in St. Louis. He 
has been president of the City Club, the Rotary 
Club and the St. Louis Life Underwriters as 
well as potentate of Moolah Temple and com- 
mander of St. Aldemar Commandery, Knights 
Templar. Since 1913 he has been associated 
with Morton & Morton, St. Louis agents of 
the Connecticut Mutual Life Insurance Com- 
pany of Hartford. He will enter upon his new 
duties at once under the name of the Robert 
Lee Morton Agency. 


PRELIMINARY TERM BILL SIGNED 
Governor Smith Approves Measures Cal- 
culated to Encourage New Companies 
Axpany, N. Y., April 11—Governor Smith 
today signed Assemblyman Hutchinson’s bills 
amending sections 84 and 97 of the New York 

insurance law. 

These bills provide for the optional use of 
the preliminary term method of valuing policies 
and amend the expense limitations accordingly. 
The measures were approved by the Depart- 
ment and are expected to encourage new com- 
panies. 


INDIANA COMPANIES CONSOLIDATE 


Kokomo Mutual Life Absorbs American 
Mutual Life and Accident of Seymour 
INDIANAPOLIS, INp., April 9—The Kokomo 

Mutual Life and Accident Insurance Company, 

Kokomo, Ind., which has been in process of 

formation for some weeks, will absorb the 

American Mutual Life and Accident Insurance 

Company, organized at Seymour, Ind., eight 

years ago and the home offices of the company 

Willard 

manager of the 


will be moved to Kokomo next week. 
E. Weller, 
Seymour Company, will be interested in the 


secretary and 


new company. The new company has a capital 
stock of $50,000 and was financed by the Amer- 
ican Mutual Underwriters, Inc. The change 
was made in order to secure more capital for 
At a recent meeting of 
officers 
Kokomo, 


expansion purposes. 
the directors, the following were 
elected: Worley W. 


president; Hal C. Phelps, Peru, vice-president 


Drinkwater, 


and general counsel; Frank S. Owens, Kokomo, 
treasurer; Mr. Weller, secretary and general 
manager, and Dr. L. B. Rebertson, Seymour, 
medical directors. The officers, with L. C. Gif- 
ford and Charles Hummel, both of Kokomo, 
R. R. Faulkner, Indianapolis, and three others 
who will be elected later, will constitute the 
board of directors. 











in handling mortgage loans. 














Modern Methods and Your 
MORTGAGE LOANS 


Present day business practice demands your use of every 
modern device for saving time or money. Leading insur- 
ance companies are using our service to eliminate high costs 


Re-examination of abstracts and other expensive investiga- 
tions are dispensable if you use our 


National Title Insurance Policies 
on Farm Mortgage Loans 


We insure titles anywhere in the United States. 
Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 


American Trust Company 


“SECURE AS THE BEDROCK OF NEW YORK” 


$7,700,000.00 


Affiliated with the 
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A MESSAGE TO MEDICAL DIRECTORS 


Doctor, do you know exactly what the Life Extension 
Institute is doing? It is examining from 3,000 to 5,000 
people monthly and advising more than half of this 
number to have some form of medical, surgical or dental 
treatment as well as counseling them with regard to their 
personal hygiene or how to live 

It is warning such people against neglect and the mani- 
fold forms of medical fakes, physical culture fakes and 
fake short cuts to health. 

It is advocating periodic, thorough physical examina- 
tions by physicians so that medical and hygienic guidance 
may be based upon accurate knowledge of the life and 
body of the individual. 

Fundamental Methods 

The Institute is doing this work in several ways— 
1. By inviting the public to subscribe for membership in the 

Life Extension Institute, such membership covering the 

privilege of a physical examination, report and counsel 

as to hygiene or needed medical treatment. Educational 
literature is also issued by the Institute. 

2. By arranging with life insurance companies for the pe- 
riodic examination of their policy-holders in order to 
prolong their lives and reduce the death rate. 

3. By arranging with employers of labor to extend the 
benefits of membership to employes on a mutual basis. 
The results of eight years of labor in this field are 

startling. No individual examined is found without some 

need of counsel, and more than half are in need of medical, 
surgical or dental attention. d/l of the Institute’s reports are 
strictly confidential between the Institute and the individual 
examined. This refers to the complimentary service which 
the Institute gives to policy-holders through the courtesy of 
the policy-holders Insurance Company, as well as to the 


service which it renders to individual subscribers. The In- 
stitute found very early in its experience that this was the 
only way in which such services could be conducted success- 
fully. The general public seems to be more influenced by this 
confidential phase of the Institute’s work than with reference 
to any other detail of its service. 

After eight years of existence the Institute has become 
what it was designed to be by its founders—a self-sup- 
porting social service institution. Under its charter two- 
thirds of its profits beyond 5% on the capital invested are 
devoted to public health w ork. As a matter of fact a great 
deal of public health work and health propaganda have al- 
ready been carried on by the Institute, although no interest 
or dividends had been paid to the founders up to Jan- 
uary, 1923. 

The Institute is advertising in the lay press for members. 
It is using these public announcements to denounce the 
“set-well-quick’”” fakes and the many forms of error or neg- 
lect that keep people from contact with scientific medicine. 

The Institute’s function is primarily to protect the indi- 
vidual from neglect, to act as guide, philosopher and friend 
in the matter of his hygiene and in suggesting such medical 
treatment as he may require. The Institute renders no 
treatment, performs no operations and acts essentially as 
an intermediary between the general public and scientific 
medicine. No laboratory or examining service is rendered 
except to members. 

The Hygiene Reference Board of about 100 leading 
men in medicine and public health stand behind the scien- 
tific policy of the Institute. These men serve without 
compensation. 

Physicians and public health workers are cordially in- 
vited to visit the Institute and freely inspect its methods 
and equipment or write for information desired. 





HYGIENE REFERENCE BOARD of the LIFE EXTENSION INSTITUTE 


Irvinc FrsHer, Chairman, Professor of Political Economy, Yale University. 


Wa. Hottanp Witmer, M. D. 


Public Health Administration 
Hucu Hampton Youne, M. D. 


HERMANN M. Bicos, M. D. 
Rurert Brive, M. D. 


Eugenics Mouth Hygiene 


C. B. DavENPORT ALFRED C, Fones, D. D. S. 
WINFIELD Scott Hatt, M. D. Greorce H. Wricut, D.M.D. 








H. M. Bracken, M. D. 
ADMIRAL WILLIAM C, BraIsTED 
Oscar Dow.ine, M. D. 

Haven Emerson, M. D. 

Joun S. Futrton, M. D. 

S. S. Gotpwater, M. D. 

J. N. Hurty, M. D. 


Major-GENERAL MErRITTE W. 


IRELAND, 
Autan J. McLaucuiin, M. D. 
W. S. Rankin, M. D 


Jos. W. SCHERESCHEWSKY, M. D. 


Rear-ApMiIRAL E, R. Stitt 
Georce C. WHIPPLE 


Medicine and Surgery 


Lewetitys F. Barker, M. D. 
Georce Biumer, M. D. 

IL. Duncan BuLtkLey, M. D. 
Davip L. Epsati, M. D. 

Rear ADMIRAL Cary T. GRAYSON 
SEALE Harris, M. D. 

S. Apo.tpHuus Knopr, M. D. 

J. H. Kettroce, M. D. 

Rost. Tunstatt Taytor, M. D. 


Pror. IrvinG FisHer, Chairman Hygiene Referemwce Board 


Harotp A, Ley, President 
James D, LENNEHAN, Secretary 


EuGENE LyMAN Fisk, M. D., Medical Director 
Haven Emerson, M. D., Professor 
College of Physicians and Surgeons, Columbia University 


LIFE EXTENSION 


f Public Health Administration, 


Chemistry, Bacteriology 
Pathology, Physiology, Biology 
Joun F, AnpErson, M. D. 
Wa tteR B. Cannon, M. D 
Russet, H. CHITTENDEN 


Mental Hygiene 
Tuomas W. Satmon, M. D. 


Organized Philanthropy 


Orto FoLin Mrs. Ermer BLair 
M. E, Jarra Lee K. FRANKEL 
E. V. McCoLttum Wma. Jay SCHIEFFELIN 


LarayeTre B. MENDEL 
Mazyck P. RAvENEL, M. D, Witi1aM F., Snow, M. D. 
Leo F. RETTGER LAWRENCE VEILLER 


M. J. Rosenau, M. D. : 
Epwarp C. Rosenow, M. D. y Educational 
Henry C, SHERMAN W. H. BurnuaM 


THEOBALD Sm1TH, M. D. W. A. Evans, M. D. 
Cartes W. Stites, M. D. FREDERICK R, Green, M. D. 
A. E. Taytor, M. D. A. T. McCormack, M. D. 
W “ -LIAM H. Wet cu, M. D. M, V. O’SHEA 

c A. WINSLOW Harvey W. WILEy, M. D. 


Statistics Industrial Hygiene 
Henry W. FAarRNAM Joun B, ANDREWS 
Louis I, DuBLIn Tuomas Daruiincton, M. D, 


Lucien Marcu (Paris) (;EoRGE M. Koper, M. D. 
Miss JoSEPHINE GOLDMARK 





OFFICERS AND DIRECTORS 


ARTHUR W. Eaton, President Eaton, 
Epwin S. GarpNer, Gardner, Gardner 


Henry H. Bowman, President Springfield National Bank. 


Louis LivinGston SEAMAN, M.D. 


Rosert W. pvEForEst, Vice-President 


INSTITUTE, 


Physical Training 
Wma. G. Anperson, M. D. 
GeorGE J. Fisuer, M. D. 
R. Tart McKenzig, M, D. 
DupLey A. Sarcent, M. D. 
Tuomas A, Storey, M. D. 


Foreign Advisory Board 


CANADA 
A. D. Bracxaper, M. D. 
CHILI 
CarLos FERNANDEZ Pena, M. D. 
ENGLAND 


Str THomMas OLIVER 

Joun Georce Apami, M. D. 
FRANCE 

C. M. GariEL, M. D. 
ITALY 

LEONARDO BIANCHI 


JAPAN 
Pror. Dr. S, Kitasato 


American Red Cross 
Crane & Pike C mpany 
& Baldwin 

Horace A, Moses, President Strathmore Paper Company 
Cuarves TH. TENNEy, Chairman C. H. Tenney Company 


Ine. 


25 WEST FORTY-FIFTH STREET, NEW YORK—Telephone Bryant 3073 
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LIFE AGENTS’ BRIEF READY 


First Vest Pocket Publication in the Field 
—Early Publication, Completeness and 
Compactness Make It Most Valu- 
able to Agents 
The fifteenth annual edition of “The Vest 
Pocket Life Agents’ Brief” was published by 
The Spectator Company early this week well 
ahead of any annual book containing similar 
‘nformation and earlier than customary for this 

valuable pocketbook. 

Despite the early issuance of the “Life Agents’ 
Brief” it has been improved and valuable in- 
formation has been added thereto, tending to 
render increased service to life insurance sales- 
men in the field. The arrangement and size in- 
stituted last year, which, because of its con- 
yenience for daily use made it so popular, have 
been retained this year. It is unquestionably 
a typographical achievement worthy of comment 
to print such a vast amount of information so 
conveniently in such small space. Without 
sacrificing any essential data the matter noted 
helow is contained in a size to fit easily in the 
vest pocket (234 by 57g inches) and is printed 
on very thin Bible paper. 





New FEATURES IN THE 1923 EpiITIoN 

The “Life Agents’ Brief” this year for the first 
time contains amounts of insurance purchased 
by weekly payments of 5, 10 and 25 cents for 
industrial insurance on the whole life, twenty- 
payment life and twenty-year endowment plans. 
There is also, this year, a list of companies 
accepting substandard insurance, and also a list 
of companies issuing life insurance in connec- 
tion with bank deposits. Further, in order to 
facilitate its use by agents, the financial stand- 
ing of the companies has been transferred to the 
forepart of the book, and the name of the secre- 
tary of each company has been added. 


OTHER CONTENTS OF Tuis USEFUL VEST 
Pocket PUBLICATION 
The book gives both participating and non- 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 








participating premium rates according to each 
age for 136 companies for the most generally 
used forms of policy. By this arrangement it 
is possible to turn to, say, age thirty-five and 
find the premium rate for any company listed. 
Policy provisions are treated in a similar man- 
ner under each subdivision, thus making it 
possible to see at a glance the practice of all 
companies with respect to any one provision. 

The net cost of insurance furnished under 
ordinary, twenty-payment life and twenty-year 
endowment policies for each of the past ten 
years is shown in a series of tables. These 
tables also show the dividend histories of poli- 
cies for eight different years of issue, ranging 
from one to five, and for the tenth, fifteenth 
and twentieth years, and indicate the decreasing 
uct cost of participating insurance. Cash sur- 
render values for an extended number of years 
are also shown in a series of tables. 


ANNUAL AND DEFERRED DIVIDEND SECTION 


A most important division of the “Life Agents’ 
Brief” is its dividend section. Among the divi- 
dend tabulations there is a table which shows 
the annual dividends paid in 1923 on ordinary 
life, twenty-payment life and twenty-year 
endowment policies issued at ages 25, 30, 35, 40, 
45, 50, 55 and 60. To further trace the actual 
lividend history of a policy there is a table 
showing the dividends paid, year by year, for 
ten years, on policies issued ten years back. 
This latter table also gives the average yearly 
cost for both five- and ten-year periods. As 
this information is shown in conjunction with 
the premium rate, it is one of the most valuable 
compilations in the book. These tables are 
shown for the three leading policy forms for 
ages at issue, 25, 35, 45 and 55. Other tables 
are also presented showing the dividends paid 
in 1923 on policies with deferred dividend 
periods of 5, 10, I5 and 20 years. 


\DDITIONAL FEATURES IN THE 1923 EDITION 

The additional features in the “Life Agents’ 
Brief” for 1923 include a department devoted 
to group insurance, wherein the rates, policy 
provisions and general analysis of the service 
rendered by the various companies transacting 
this class of insurance are given in detail; 

A deferred dividend section, which shows the 


dividends paid on policies issued with the de- 
ferred dividend feature for 5, 10, 15 and 20 
year periods; 

The United States Government insurance rates 
and surrender values for various classes of 
policies issued, which are shown in full; 

A synopsis of the double indemnity feature 
for the various companies; and also the full 
list of States which permit the use of prelimi- 
nary term insurance. 


More ATTRACTIVE FEATURES 

Among the important features of the policy 
analysis are those of the double indemnity, dis- 
«bility, incontestability, non-forfeiture and loan 
clauses, as well as other necessary information. 
The financial standing of the companies is also 
shown. 

The “Life Agents’ Brief” has proved itself 
to be a most popular vest-pocket publication 
with insurance field men. Concerning this val- 
uable pocket reference work a district manager 
of one of the large companies said: “I do not 
know of any book published that gives as much 
iuformation concerning life insurance statistics 
es this little book, and so concisely put.” This 
manager’s opinion is reinforced by that of thou- 
sands of home office officials, general agents, 
superintendents and solicitors who have had 
practical experience with the book named. 

The 1923 edition is issued in olive green flex- 
ible binding, and contains 524 pages of con- 
densed data of the utmost importance to field 
men, the title being handsomely stamped in 
gold on the front cover. The price of this com- 
prehensive vest-pocket publication, which is in- 
dispensable to progressive agents, is $2 per 
copy. 

SPECIAL Notice 

A week ago The Spectator Company an- 
nounced the publication of “The Handy Guide 
to Premium Rates, Applications and Policies 
for 1923,” a standard work of 1590 pages, con- 
taining complete policies of companies, etc. “The 
Handy Guide” sells at $4 per copy, and the “Life 
Agents’ Brief” at $2 per copy. The publishers 
are making a special offer to fill orders for both 
hooks together for $5, provided such order is 
received by mail, accompanied by remittance be- 
fore May 30, 1923. This is an especially lib- 
cral offer and the life agents should take note. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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MODERN INDUSTRY—that great wizard of production, has created a demand for a certain type of insurance- 
an insurance that will provide contentment and protection in the event of disability to the employee, and in turn 
result in co-operation and better service to the employer. 

THE MISSOURI STATE LIFE now offers GROUP ACCIDENT AND SICKNESS INSURANCE as a new feature 
of its large multiple line service. 

GROUP ACCIDENT AND SICKNESS INSURANCE is the answer to the imperative demand of the industrial 
world for protection. We issue these policies on eight different plans, complete in every detail—they meet every 
contingency. 


WHY NOT ADD THIS LINE to your regular selling program? We pay liberal commissions, and our excellent 
facilities for handling the surplus business of Agents from other Companies enable you to take advantage of this 


offer. 
Let us give you all the facts! 
MISSOURI STATE LIFE 
Insurance Company 
M. E. Singleton, President Home Office, St. Louis 
Life Accident Health Group 














The second case was also business insurance, 
consisting of a line of $1,000,000 on the life 
of Michael Schwarz, vice-president and gen- 
eral manager of the Edward Miller Company, 


country, as well as giving liberally of his time 
to the education and assisting of his agency 
staff. 

In connection with Herman Josias, formerly 


PEREZ HUFF WRITES TWO LARGE 
CASES 


Closes One Million Dollars on New Haven 





Train with Cold Prospect 
Perez Huff, general agent in New York of 
the life department of the Travelers Insurance 
Company of Hartford, has recently written two 
large cases of business insurance. Mr. Huff 
is one of the chief contenders for the honor 
of being the largest personal producer in the 


a broker, Mr. Huff has written a line of $1,800,- 

ooo on the life of Motty Eitinger, president of 

Eitinger, Schild Co., Inc., said to be the largest 

fur dealers in the world. Mr. Eitinger, who 

took out the insurance for the protection of his 

business, is only thirty-eight and is rated as one 
f the greatest fur experts in the country. 
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lamp manufacturers at Meriden, Conn. The in- 
surance was written in collaboration with W. E. 
Wildman of Cleveland. The case was closed as 
the result of a conversation with an absolute 
stranger, struck up on the train during the 
half-hour ride from New Haven to Meriden, 
during which the policy was sold. 
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TRANSACTIONS OF LIFE INSURANCE COMPANIES OF THE UNITED STATES IN 1922 
The figures presented herewith have been supplied officially to The Spectator by the life insurance companies named for the year 1922. The figures for 1921 are inserted for 
purpose of comparison. Se 
Surplus (As- : Total Pay- New EPusi- Whole Gain in 
Total signed and Premiums Total ments to Total Dis- ness Paid Amount Amount in 
Name and Location of Company Year Admitted Unassigned) Received Income Policy- bursements | for in Year in Force Force in 
Assets End of Year in Year in Year holders in Year (Including | End of Year Year 
in Year Revivals) 
ff ee ee 
$ $ $ $ $ $ $ $ 
Amicable Life, Waco, TeX... 2.5 0-20+se0ee: 1922 4,661,099 1,576,146 720,048 1,097,577 277,838 702,093 5,258,412] 23,098,061 
: 1921 4,261,434 1,555,884 666,774 951,796 174,343 633,459 4,816,750| 20,735,366 
NULAHLIOMRICHONGN arg) <21r sie scaane ore rererg eros 1922 10,375,835 1,382,599 2,925,007 3,549,533 1,049 322 1,988,451] 17,060,031] 90,380,507 7’ 618,614 
: : 1921 8,769,814 1,101,749 2,703,406 3,256,295 870,074 1,732,271| 16,078,171] 82,761,893 6,171,680 
Ni fnaiiifen Nilsen icteric ete tes ener 1922 864,029 472,116 342,949 419,215 91,571 316,203 5,443,927] 13,654,930 1,312'080 
: : 1921 581,904 307,064 307,666 338,475 46,430 241,428 5,412,015] 12,342,850 773,988 
Baltimore Life, Baltimore..........-.--+.-.. 1922 6,997,639 928,427 1,945,678 2,287,105 816,377 1,572,551] _@2,771,384| @12,548,068] 1,168,433 
616,825,729] 639,925,838]  62'835'878 
1921 6,256,742 687,939 1,836,890 2,086,649 675,810 1,421,295 a 733, on pew rr ,059 965 
11,586,243] 637,089,96 3,156,037 
Equitable Life, New York...............-.. 1922 | 663,747,065] 100,359,772] 112,038,688] 149,275,778] 111,022,011] 140,071,341| 657,787,475] 3,061,423,952| 243/453'220 
: 1921 | 655,301,018] 98,354,981] 100,422,243] 137,724,016] 83,678,763] 111,699,219] 596,840,460] 2,817,970,732| 161,445,761 
Farmers and Traders, Syracuse............ _.| 1922 1,260,711 316,647 330,742 392,021 61,822 194,781 3,249,000 12,948,036 1,509,000 
1921 1,058,396 411,155 304,363 348,273 41,770 145,490 3,596,600] 11,439,036 2,221,659 
Farmers National, Chicago................ ..| 1922 1,731,692 458,397 714,821 808,030 136,550 502,546 8,319,857] 25,672,641 3,279,734 
1921 1,393,136 424,172 609,133 692,312 92,651 445,420 8,164,779] 22,392,907 4,114,453 
Haderalibiter CHICAGO aans. benco easter _.| 1922 5,984,418 630,171 1,307,496 1,690,263 721,554 1,348,581] 11,589,786] 48,473,951 1,700,835 
1921 5,625,824 583,840 1,258,943 1,627,915 662,403 1,285,576] 11,919,176] 46,773,116 260,094 
Federal Reserve, Kansas City, Kan........ 1922 729,490 263,966 513,229 "535,472 56,674 280,421 2,728,500 5,830,500 2,212,000 
1921 477,910 285,274 493,214 548,969 7,000 341,069 2,414,000 3,618,500 2,163,500 
Federal Union, Cincinnati................ _.| 1922 1,238,520 266,365 611,082 667,716 181,774 434,007 5,395,041] 21,307,322 722,735 
1921 998,609 266,250 529,764 568,253 151,128 385,246 5,142,759] 20,584,587 553,697 
Fidelity Mutual, Philadelphia............. 1922 51,439,244 5,756,806 8,784,053} 11,572,535 5,485,869 7,897,301] 40,837,562) 239,151,529} 16,336,423 
1921 47,516,589 4,924,647 8,258,244] 10,854,592 4,542,786 6,849,981, 41,601,305] 222,815,106] 18,835,050 
Great States Wichita... 6 siccneravaoes 1922 281,907 40,302 241,060 249,795 971 157,685 2,576,435 7,066,526] —201/305 
1921 184,132 19/392 263,350 269,976 18,605 227,991 4,375,116 7,267,831 2,235,811 
? Guaranty Life, Davenport................ ..| 1922 2,049,055 162,879 726,002 830,097 187,637 504,872 7,322,407] 24'382'343 3,646,462 
1921 1,723,207 156,240 606,369 689,211 108,884 338,173 5,434,377| 20,735,881 3,529,699 
Guardian Life, New York.................,.| 1922 42,738,562 5,765,249 7,371,309 9,883 453 5,323,065 7,599,673 35,422,493] 206,282,989 8,661,194 
1921 41,152,050 6,005,267 6,903,540 9,152,719 4,460,746 6,743,682] 37,826,127] 198,221,795] —30,344,025 
Hawkeye Life, Des Moines............... _.| 1922 341,347 129,659 _ 292,353 301,981 35,998 176,166 2,557,000 7,419,000 629,000 
1921 200,056 118,139 242,776 250,543 25,000 224,904 4,770,000 6,790,000 4,105,000 
Home Friendly, Baltimore................ _.| 1922 1,092,614 462,653 1,627,546 1,076,201 457,173 888,435] 67,574,955) 612,005,487) 62,659,544 
1921 876,141 328,907 972,522 1,000,471 455,267 852,864 a ae oe gueaaeaet b—642,578 
a150,902,073| a918,869,361| «82,904,875 
John Hancock, Boston. ...............05. _.{| 1922 | 268,075,903] 24,787,291] 56,883,530) 69,604,157] 25,432,584] 42,848,705 aT, pene oeasenee 
a 7} 2835, q a68, 493 
1921 | 239,693,371] 18,249,287 52,611,339 63,375,237] 20,543,915] 36,828,868] b145,019,120} b709,623;711| 666,952/309 
Marquette Life, Springfield, Il............,.} 1922 1,295,893 256,892 252,82 320,570 116,195 204,513 1,436,750 7,975,159 608,150 
1921 1,176,331 264,979 4,¢ 293,779 66,813 149,123 1,298,014 6,967,009 601,610 
Maryland Assurance, Baltimore........... ..| 1922 960,710 562,279 3,4 269,606: 20,598 159/368 3,805,133 12;138,397 2,067'236 
1921 842,718 560,178 3,4 225,782 27,740 161,893 3,790,623| 10,071 161 2,504,981 
= Maryland Life, Baltimore................ | 4999 4,519,252 586,049 : 752,901 466,920 627,337 1,787,930] 17,021,098 207,133 
mn 1921 4,379,522 518,495 3 743,982 356,597 528,068 1,647,085 16,813,965 —564,585 
Medical Life, Waterloo, Ia ............... 1922 163,111 145,010 87,235 1,091 85,187 1,205,000 1,504,000 1,157,000 
1921 129,525 126,213 C11 | eee 38,392 "401,500 __ 347,00 347/000 
Merchants Life, Des Moines.............. _.| 1922 5,809,432 628, 842 , 2,279,512 930,634 1,610, 221 9,172,911 76,123,828) —4,311,477 
ire 1921 5,148,144 551,011 if 2,258,456 731,052 1,423'073] 15,303,395] _ 80,435,305] —4,766,740 
Mutual Rife: New Worlklsceciccces ce cdeseseyc 1922 | 691,125,635] 91,982/018]  98,672;430] 139/595,139 103,690,757] 126,349,024] 392, 465,930] 2,630,603,737 157,951,958 
1921 | 677,505,499] 88,897,452] 91,379,899] 130/944'440|  95,239/239| 117,033/842| 343,850,863] 2,472,651,779| 114'678°658 
National Life and Accident, Nashville........ 1922 8,578,945 2,033,819 2'766,126 2'995,974 754,904 1,980,844 74,282,044| |103)314'065 25,919,173 
ial 1921 7,157,005 1,510,291 2,247,795 2'412°589 707,099 1,835,650] 50,159,245) 77,394,892 802,197 
National Life, Montpelier................. | 1922 84,503,024 10,245,745] 12,661,139} 16,988,342 9,726,010] 12/816;787] 52,099,489] 358,207,165]  24,312’901 
> 1921 79,756,969 9'472'408| 11,483,753| 15,509,631 8,899,903} 11,733,127; 50,453,617) 333,894,264) 24,438 960 
National Life of U. S. A., Chicago.......0... 1922 23,224,800 2,219,825 4,256,172 5,450,010 2,457,199 3,996,065] 25,216,486; 142,258,590 5,308,874 
1921 21,468,852 1,846,177 4,162,879 5,136,648 1,942,028 3,425,807] 24 '486,930| 136,949:716 2,863,584 
nt National Reserve, Topeka.................. 1922 478,214 263,272 401,062 414,427 48,022 279,868) 5,077,750] 11,886,250 2,375,250 
~ 1921 294,310 243,609 374,033 387,417 5,000 335,775 9,516,000 9,511,000 9,511 000 
nis Wew Wosids Gpakane...5 <6 05> caccnte cates x 1922 4,787,035 1,762,617 999,941 1,251,2 307,798 830,852 8,360,236 30,158,119 ,230,811 
1921 4'305,528 1,697,724 962,958 1,224,564 215,641 715,343 7,562,545) 28,927,308 —93'783 
Northwestern Mutual, Milwaukee........... 1922 | 546,296,308] 54,247,818] 81,828,202} 110,398,092} 58,729,087] 73,855,993] 274,786,722] 2,499,629,811] 149,179'513 
1921 | 507/085,694|  44'600;546| 77,603,151] 1€3,026,861| 53/910/367| 68,670'820| 267,911,313 2,350,450,298) 153,777/266 
Two Republics, El Paso*. . . 20... 2006 ce ene. 1922 1,106,821 229/213 202,827 599,361 68,316 207,612 5,976,311] 11,295,306 4,230'851 
1921 660,939 138,391 207,810 240,449 621455 213,412 2,412,238 7,064,455 707,312 
Union Central, Cincinnati..................] 1922 ] 174,938,023} 19,763,198} 30,208,252} 40,330,215] 20,749,949] 28,351,811] 128,507,429} 898,519,511| 66,647,499 
1921 | 161/681,751| 18,314,442] 27,412,584] 36,426,558] 17,751,594 24'856,710| 112,465,017) 831,872,012) 52'954'434 
Union Mutual. Portland’. .......<. 566.0036. o28 1922 19,247,217 668,484 2,426,237 3,376,050 2,531,640 3,110,031 6,477,425 72,227,575 —817 (415 
1921 19,020,699 504,590 2,472,909 3,386,237 2:720.181 3/316,389 7,162,832]  73,044'990 796,098 
Union National, Houston................... 1922 187,025 123,351 59,584 71,517 3, 01 92'441 2'264,802 2,569,592 267,340 
1921 180,752 160,558 51,083 GT” | Ree 72,441 2,442,372 2,302,252 2,302,252 
United Fidelity, Dallas..................00. 1922 804,903 481,346 259,100 308,530 14,414 283,197 6,288,111] 10,161,108 4,394,457 
1921 567,219 514,024 157,139 199,623 6,000 205,111 5,490,651 5,766,651 5,484,651 
United Life and Accident, Concord........... 1922 2,495,805 765,746 943,341 1,072,762 345,451 770,860 10,892,664 32'838/166 222,072 
Dp 1921 2,168,560 756,720 764,961 903,806 259,842 638,658] 17,443,576] 30,616,094) 11,812,950 
Western National, Cheyenne................ 1922 831,673 275,635 391,093 440,861 46,393 295,978 5,124,053] 12,005,345 1,637,943 
—— 1921 703,531 275,563 281,819 332,822 33,673 225,500 4,379,015} 10,367,402 1,434,367 
Western Reserve, Muncie...............20+- 1922 619,682 112,688 103,077 146,807 50,212 100,855 579,199 3,868,865 35.437 
1921 568,222 110,786 160,718 141,027 27,872 69,472 603,500 3,833,428 319,088 
a Ordinary Business. 6b Industrial Business. * Figures include reinsurance of National Life of Southwest 
nsurance, a ae. a een se = ee 
the life Universal Life Progress January 1, the total lapses for the first three not premium notice letters. They are letters 
and gen- The Universal Life Insurance Company of months of 1923 have been only $62,000. For telling the policyholder something about his 
Company, Dubuque, Iowa, is making good progress. a company just two and one-half years old company. 
The in- February showed an increase of 37 per cent this is a good record. The company has just recently added to its 
th W. E. over February of last year. March showed an Charles E. Ward, general manager of the policyholders’ service a free yearly medical in- 
closed as increase of 43 per cent over March of last company, attributes their low lapse record to  spection offering to give to each policyholder 
absolute year. the system of letters that they are using in the once a year a health inspection to be made by 
ring the Its lapses for the first three months of 1923 conservation department. Each policyholder their local examining physician. The company 
Meriden, have been remarkably low. With approxi- hears from the company during his first policy expects this to be a big factor in keeping their 
mately four million of insurance in force on year, four different times. These letters are lapses at a minimum. 
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INBUILT SAFETY 





Some genius conceived the idea of placing a giant gyro- 
scope—similar to a child’s top—in the hold of a ship, to 
maintain it steadily on keel when a big wave hits it. And 
by this method many of our big ocean-going vessels are 
rendered safer and more comfortable. 








The tendency to build safety into all types of modern 
structures, for whatever purpose they are intended, is 
almost universal. The stabilizer of the insurance craft 
is reinsurance. It enables the insurer to meet and 
weather the occasional heavy wave of the catastrophe or 
the big verdict for damages against an assured. 














We lay no claim to inventive genius, but we are confident 














that our years of underwriting in reinsurance lines for 
casualty companies has taught us how best to serve them: 








and we solicit inquiry. 














Employers Indemnity 
Corporation 


Ek. G. TRIMBLE, President 




















KANSAS CITY 











CHICAGO NEW YORK 
Jack Woodhead Baird & Co., Ine. 
Insurance Exchange 50 Pine Street 
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WHEN THE OFFICE BOY SAYS ‘‘COME IN’’ 


TELLING POINTS 


for your 


SELLING TALKS 


Facts that are yours asa Travelers man, 
and yours alone—Facts for your cam- 
paign for automobile insurance business 


The Travelers is the oldest American 
casualty insurance company. 

The Travelers was the first company to 
write automobile liability insurance. 

You need high limits in this day and age 
and when you buy a big policy of insurance 
you want it in the largest multiple line insur- 
ance company in the world. 

To shift completely the possibility of loss 
resulting from the operation of your car, 
without assuming any responsibility for the 
losses of others, you want stock |company 
insurance. Why not get it from the casualty 
company with the largest capital stock? 

There is not a broader or more liberal 

licy issued than that of The Travelers. 

ack up that kind of a policy with Travelers 
service and you have 100 per cent insurance. 

No matter where you tour or travel in the 
United States or Canada you can’t get far 
from a Travelers claim office where a uniform 
brand of good service will be rendered. 

The Travelers Service Card is a real service 
card. Everywhere you will find representa- 
tives who will honor it and see that you get 
service. Itis as good in fact as it is in theory. 

One reason for insuring is to free your 
mind from worry and nothing will do that 
quite as completely as the policy of the com- 
pany which has served three generations 
well. 

Buying automobile insurance is not a one- 
sided obligation. When you entrust the 
financial responsibilities arising from the 
operation of your automobile to the insur- 
ance company, you also entrust your reputa- 
tion for promptly and justly settling the 
meritorious claims of an in‘ured claimant. 
The Travelers has built its enviable reputa- 
tion by jealously guarding the reputations of 
its many policyholders. It endeavors to 
settle all claims to the complete satisfaction 
of all parties involved. 


Tue Travecers Insurance CoMPAMY 
Tue Travecers Inpemniry Company 
Hartrorp L. F, BUTLER, PRESIDENT CONNECTICUT 


THE TRAVELERS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM 
BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, 
AIRCRAFT, ENGINE, ELECTRICAL MACHINERY 











COMPENSATION RATE BILL 





Measure Introduced in Michigan 
Legislature 





GIVES BROAD POWER TO 
COMMISSIONER 





No Funds Provided to Make Measure Ef- 
fective This Year 


Lansinc, Micu., April 9.—A bill introduced 
in the Senate of the Michigan Legislature by 
Senator Walter Hayes at the bequest of com- 
panies writing workmen’s compensation insur- 
ance provides for the establishing of a rate- 
making bureau with supervision of it by 
the Insurance Commissioner. 

The bill is similar to that of the admin- 
istration fire-rating bill. It provides that every 
company insuring against liability under the 
terms of the workmen's compensation act “shall 
file with the Commissioner of Insurance its 
classification of risks and premium rates, to- 
gether with the basis rates, and the schedule or 
merit ratings if a system of schedule or merit 
rating be in use, none of which shall take 
effect until the Commissioner shall have ap- 
proved the same as adequate and reasonable for 
the risks to which they respectively apply.” 

The measure further provides that the Com- 
missioner may withhold or withdraw his ap- 
proval of any premium rate or schedule made 
by any company, if in his judgment such pre- 
mium rate or schedule is excessive, unreason- 
able or inadequate to provide for the obliga- 
tions assumed by the company. 

It is further provided, if the bill passes, that 
on and after January 1, 1924, no company “shall 
issue, renew or carry any insurance against 
liability under the workmen’s compensation act 
at premium rates other than those approved by 
the Commissioner for such carrier as adequate 
and reasonable for the risks to which they re- 
spectively apply,’ unless the Commissioner 
“shall have previously approved a system of 
schedule or merit rating, filed with him by any 
insurer, the same may be applied to risks sub- 
ject thereto only by a rating bureau approved 
by the Commissioner for the uniform and im- 
partial application thereof. The adjusted rate 
arrived at by any reduction or increase from 
the basis rate filed with and approved by the 
Commissioner, in the application of such sys- 
tem of schedule merit rating, shall be clearly 
set forth in the insurance contracts or in the 
endorsement attached thereto.” 

The term “rating bureau” is deemed to mean 
any person or bureau “engaged in the business 
of furnishing rates for workmen’s compensa- 
tion insurance to any insurance company or 
companies, by inspecting risks, or estimating 
the hazards, or in any manner compiling or 
furnishing information upon which workmen’s 
compensation insurance rates are based.” 

Rating bureaus would have to be licensed 
by the Insurance Commissioner at an annual 
fee of $250. A rater would pay an annual 
license fee of $25. Every license is revocable 
by the Insurance Commissioner for cause. 
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Violation of provisions of the act are deemed 
misdemeanors punishable by a term of not 
more than ninety days in the county jail, or a 
fine of not exceeding $500, or both. 

While the bill admittedly has a good chance 
of going through both houses of the legisla- 
ture, it probably will not mean a thing after 
being passed. The reason for this is that the 
insurance department appropriation bill already 
has been passed by the legislature and there is 
no excess money available for the work that 
would be entailed by the department under 
the terms of the bill. 

Unless some special provision is made for 
funds with which to operate, the bill will not 
he effective, Commissioner Hands said. 


Accident and Health Underwriters Meet— 

Acquisition Cost Causes Adjournment 

Until April 19 

At the annual meeting of the Bureau of 
Personal Accident and Health Underwriters 
held in New York city last week, twenty-five 
of the forty-nine member companies were 
represented in person and five by proxies. 
Chairman Richard H. Thompson presided, and 
in a forceful speech stressed the need for 
bringing accident and health insurance more 
prominently to the fore. Mr. Thompson 
pointed to the fact that 1904 accident rates 
were being compelled to support the business 
in the face of an ever-increasing number of 
fatalities. He stated that the ratio of auto- 
mobile death losses to total death losses of 
his company during 1922 was 45.8, and said 
that this was indicative of general conditions 
throughout the country. When the reports of 
the various committees had been heard, a 
nominating committee was appointed consist- 








Fidelity @ Surety Bonds 
of every character and 
description 





Prompt Service 


Intelligently rendered 


Desirable Agency 
Territory available 





Correspondence Solicited 
“Detroil 












fidelity and Surety 
(Company 


i bY: troit Mich | 
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NOW READY 


1923 EDITION 


LIFE AGENTS 
BRIEF 


A REAL VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
CASH VALUES 
NET COST OF INSURANCE 

POLICY PROVISIONS — 
GROUP INSURANCE RATES 
DOUBLE INDEMNITY PROVISIONS 











CONVENIENT, CONCISE, COMPACT 
Reduced in width and thickness to a 
minimum, but contains full information 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10-year periods 
Annual and Deferred 
DIVIDENDS IN 1923 


Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





INDUSTRIAL RATES 





Price, in Flexible Binding 
Per Copy, $2.00 


Liberal discount in quantities 





THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 
HOME OFFICE: 


25 CHURCH STREET 
NEW YORK 





NEWARK CHICAGO 
Globe Building Insurance Exchange Building 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
331 Walnut St. 


BOSTON 
Winthrop Building 





TENTH ANNIVERSARY 
(1913-1923) 


One of our clients, whom we have 
served for over six years, writes us 
on this occasion as follows: 


“T take this occasion to again con- 
vey to you the appreciation we feel 
of the thorough and efficient man- 
ner in which your organization has, 
for several years past, audited our 
accounts at the home office and 
our other branch offices, as well as 
our various claim departments 
throughout the country. Your 
work has been well and promptly 
done with as little interruption in 
the regular routine of the various 
offices as is consistent with a thor- 
ough audit, and your reports have 
been comprehensive and fair.” 





‘‘We particularly commend you for 
the excellent judgment shown in 
the selection of your able corps of 
assistants. Those of them whom 
we have met have impressed us as 
not only having a thorough knowl- 
edge of the work entrusted to them 
but have been pleasingly polite and 
considerate in their attitude and 
dealings with our force.” 


JOSEPH FROGGATT, 
President. 
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Casualty, Surety, Ete. 

















= 
| COMMONWEALTH 


CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 


























SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1921 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets.. $6,007,996.00 
i er 1,000,000.00 
a 554,375.00} 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 





ing of W. B. Hill, United States Fidelity and 
Guaranty, chairman; R. O. Davidson, Royal 
Massachusetts 
question of 


Indemnity, and F. J. Moore, 


Accident. Following this the 
acquisition costs arose and the general discus- 
sion on this theme was so prolonged that an 
adjournment was decided upon. This motion 
was carried and the date of the next meeting 
was set as April 19 and the time 10:00 a. m. 


MUTUAL BLOWS UP 


Superintendent F. R. Stoddard Takes 
Over Standard Casualty 





ASSESSMENTS FAIL TO PROVIDE 
FUNDS 
All Efforts Made to Rehabilitate Company 
Prove Unsuccessful 

New York, N. Y., April 6.—Francis R. Stod- 
dard, Jr., Superintendent of Insurance of New 
York, yesterday took possession of the Stand- 
ard Automobile Mutual Casualty Company of 
&1 Fulton street, under an order signed by Judge 
James O'Malley, sitting in Special Term, Part I, 
of the Supreme Court. 


The company was examined as of February’ 


28, by Charles EF. Clapham, an examiner of 


the insurance department. His report shows 
that the company is insolvent to the extent of 
$117,616.32 and that the rates adopted by it 
have not been adequate to meet the excessive 
loss experienced in the metropolitan district. 

A previous examination of the company was 
made as of April 30, 1922, and a deficit of $67,- 
726.55 existed at that time. Pursuant to law, 
the Superintendent of Insurance directed the 
company to present to him for approval a plan 
of assessment to cover the deficit. In accord- 
ance with this order the company levied an 
assessment in September, 1922, for $84,658.19, 
upon the policyholders of the year 1921. The 
report shows that the collection of this assess- 
ment has been slow, difficult and expensive and 
that only $33,251.46 has been collected. 

Clarence C. Fowler, chief of the liquidation 
bureau of the insurance department, who has 
been appointed by Superintendent Stoddard as 
a special deputy superintendent of insurance 


to liquidate the business of the company, said: 
“The company has less than goo policies in 
force, and the amount of the total deficit in- 
dicates that the policyholders who are also mem- 
hers of the company will be assessed for the 
maximum amount provided for in the law, 
which is twice the amount of and in addition 
to the annual premiums written in the policy.” 





European General’s Strong Statement 

The 1922 report of the United States branch 
office of the European General Reinsurance 
Company of London, made to the superinten- 
dent of the State of New York, shows the 
strong financial position this organization has 
come to occupy among the foreign reinsurance 
companies writing business in this country. 
The statement as of December 31, 1922 gives 
the total admitted assets as $9,313,158, a gain 
of $1,305,673 over the figure for this item as of 
the same date in 1921. The net amount paid 
out to policyholders for losses during the past 
year was $2,940,644, and the net premiums ag- 
eregated $6,490,353. The net premiums for 
1922 exceeded those for 1921 by $162,250, thus 
making clear the fact that the company has 
continued its intensive drive for new business 
and has not abated its activities in this direc- 
tion. The surplus as to policyholders increased 
$350,000 to $1,500,000 notwithstanding an in- 
crease of $205,107 in the special reserves and 
remittances to the home office totaling $136,- 
350. During 1922 the underwriting profit of 
the European General in this country was $06,- 
goo and the investment gains reached $594,558, 
these two demonstrating the care with which 
the company handles its business and the ac- 
curacy of its risk selection. The European 
General writes complete casualty reinsurance 
lines and has made consistent progress since its 
advent to the country. The United States man- 
agers of this strong company are Fester, Fother- 
eill & Hartung of 110 William street, New York 
city, who are also United States managers for 
six other foreign reinsurance companies, the 
others, however, being engaged in writing fire 
and allied lines of reinsurance. Fester, Fother- 
gill & Hartung have built up an extensive rein- 
surance business based upon conservatism and 
iair dealing and have established an enviable 
reputation. 











INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘All Kinds of Insurance 
on Automobiles’’ 



































THE SPECTATOR Tray 
Public Accountant Actuarial Actuarial  —- 
DONALD F. CAMPBELL W. H. GOULD 





HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST, 
NEW YORK 























Prominent Agents and Brokers 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

National Union New Amsterdam 

National-Hartford Casualty Co. 

Philadelphia Under- Indemnity Company 

As- writers of America 

surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters § BROKERS’ LINES SOLICITED 

















New York 





FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


fMiume-Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F.A.I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
Group, Industrial and Special Classes, ° 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 














JULIAN C. HARVEY, F.A.1.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 




















Actuarial 








FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 

CONSULTING ACTUARIES 
35 Nassau Street New York 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 


35 NASSAU STREET NEW YORK 
Telephone, Rector 8482 





JNO. A. COPELAND 
Consulting Actuary 


JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 





25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 

















T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accewatants 


THE BOURSE PHILADELPHIA 























MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 





ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 














FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCELAWYER 


502 Forsyth Bldg. ATLANTA, GA 




















WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 
Examinat ons and Audits in all Branches of losuraace 
43 Cedar Street, New York 








A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’ 


10 So. La Salle St. Chicago, Ill. 














“20 Years’ Experience Backs Our Service” 


L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 





Marcus Gunn, Consulting Actuary; 
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THE SPECTATOR 


Miscellaneous Insurance 
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Actuarial 
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w. B. YOUNG 
ULTING ACTUARY 
ooo ACCOUNTANT 
D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Ne 














Examiners and Adjusters 











Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
rk Row New York City 
alata Thos. Galbo, Genl. Mgr. 
— INVESTIGATIONS AND ADJUST- 
RELA BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on performances—Weshow 
results. Send for booklet of references. Liability, Com- 
tion, Auto, Fire and Theft, Collision, y 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 

















~ Insurance Attorney 








Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 














GIF TS 


--- the RIGHT POLICY 


For Insurance 
Companies 
seeking better 
representation 
and Agents 
looking for 
more business 


to write. 
T N . T 


Thread—Needles—Thimble S EW K I T 


Enco Gifts are unique and useful—in- 
expensive also. Give them for remem- 
brance and you will get more business. 
Send 25c for sample of T. N. T. SEW- 
KIT or $1.50 for assortment of seven 
novel specialties with or without adver- 
tising inscription. 
GIFTS ARE ‘‘MEMORY-INSURANCE”’ 


EMPIRE NOTION CO. 
72 Madison Ave. - New York 


























New York Legislation 

Arpany, N. Y., April 11.—With practically 
but two weeks more of the session, rapid prog- 
ress is being made by the legislature in dis- 
posing of pending insurance measures. Much 
was accomplished in this direction this week, 
as the following summary indicates: 

Governor Smith has signed the bill of 
Assemblyman Hutchinson, amending sections 9, 
54 and &g, insurance law, by bringing under 
the provisions relating to certification of author- 
ity, conduct of business by persons not in- 
corporated, and to discriminations prohibited, 
the issuance of all kinds of endowment policies, 
annuity contracts, ete. 

Senator Dunnigan and Assemblyman Hutch- 
inson have introduced in their respective houses 
a bill adding new section 109-a, insurance law, 
limiting the acquisition cost and total produc- 
tion cost for workmen's compensation insurance. 

Senator Dunnigan also has introduced a bill 
amending section 350, insurance law, by re- 
quiring companies doing an automobile liability 
insurance business to file with the Superintend- 
ent cf Insurance a schedule of rates and rules 
“for automobile liability insurance policies, is- 
sued to those who are required to carry the 
same, under the highway law of the State.” 

Assemblyman Hutchinson has introduced a 
bill amending section 49, insurance law, by 
providing that every agent or other insurer, in 
all advertisements, shall publish the true name 
and location of the corporation, or other in- 
surer, to which the advertisement relates. 

These two bills of Senator Dunnigan, amend- 
ing the insurance law, have been reported favor- 
ably by the House insurance committee: Add- 
ing new section 101%, providing standard pro- 
visions for annuities and pure endowment con- 
tracts: amending section 91, in relation to rev- 
ocation of an agent’s certificate of authority 
by the Superintendent of Insurance, after in- 
vestigation and hearing. 

Bills of Assemblyman Hutchinson, advanced 
to third reading by the House, are the follow- 
ing: Amending sections 141, 141-a and 141-b, 
insurance law, in relation to rate-making asso- 
ciations: amending sections 70 and 71, insur- 
ance law, relative to powers and deposits of 
casualty insurance companies; amending  sec- 
tions 321 to 324, 326 and 328, insurance law, in 
relation to mutual automobile fire insurance 
corporations; amending section 7I-a, insurance 
law, in relation to mutual life, health and cas- 
ualty corporations; amending sections 185, 187, 
189, 190 and 194, repealing section 186, and 
adding new sections 186 and 197, insurance law, 
in relation to mutual employer’s liability and 
workmen’s compensation insurance corpora- 
tions. 

The House has passed Assemblyman Hutch- 
inson’s bill, amending section 117, insurance 
law, in relation to estimation of surplus of a 
fire insurance corporation. 

The Senate insurance committee has reported 
favorably these bills: 

Assemblyman Hutchinson, amending sections 
60 and 248, insurance law, relative to extending 
the prohibition against misrepresentations ; also, 
adding new section III-a, insurance law, pro- 
viding for incorporation of mutual or assess- 
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ment associations for insurance of property 
for members against fire, lightning or explosion, 
not otherwise covered by provisions of law; 
also, amending sections 150 and 161, insurance 
law by changing the definition of marine in- 
surance, and relating to establishing agencies 
beyond the United States; also, amending sub- 
division 4, section 231, insurance law, by in- 
creasing the maximum amount of total bene- 
fits payable by fraternal benefit societies oper- 
ating on the lodge plan; also, amending sub- 
division 3, section 121, insurance law, by pro- 
viding that every agreement or rider attached 
to a standard fire insurance policy must be 
plainly printed in type, the face of which shall 
not be smaller than 8-point; also, Senator Dun- 
nigan, amending section 141, 14I-a and 14I-b, 
insurance law, relative to rate-making asso- 
ciations ; also, his bill amending section 143, in- 
surance law, by authorizing the Superintendent 
of Insurance to examine personally any broker 
applying for a certificate of authority, and re- 
lating to discriminatory laws of other States 
with regard to licenses and fees therefor. 


—The Philadelphia Life Insurance Company of 
Philadelphia, Pa., has designated April as Jackson 
Maloney month in honor of the vice-president. 








STATEMENT OF THE OWNERSHIP, MANAGE. 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 


of THe Spectator, published weekly at New York, 
N. Y., for April 1, 1923. 

State of New York, County of New York. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Robert W. 
Blake, who, having been duly sworn according to law, 
deposes and says that he is the acting managing editor 
of Tue Spectator, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal 
Laws and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher—The Spectator Company, 135 William 
street, New York. 

Editor—Arthur L. J. Smith, 135 William street, 
New York. 

Acting Managing Editor—Robert W. Blake, 135 
William street, New York. 

Business Managers—The Board of Directors of The 
Spectator Company, 135 William street, New York. 

2. That the owners are: (Give names and ad- 
dresses of individual owners, or, if a corporation, 
give its name and the names and addresses of stock- 
holders owning or holding 1 per cent or more of the total 
amount of stock.)—Arthur L. J. Smith, 135 William 
street, New York; Charles H. Nicoll, 135 William 
street, New York: M. Nicoll, 185 William street, New 
York; Robert W. Blake, 135 William street, New 
York; E. T. Smith, 135 William street, New York; 
Harry W. Barnard, 135 William street, New York. 

3. That the known bondholders, mortgagees, and 
other security hoiders owning or holding one per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) No bond- 
holders, mortgagees or other security holders. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold- 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books of 
the company, but also, in cases where the stockholder 
or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affant has no 
reason to believe that any other person, association, 
or corporation has any interest direct or indirect in 
the said stock, bonds, or other securities than as so 
stated by him. 

Rosert W. Brake, 
(Signature of acting managing editor.) 

Sworn to and subscribed before me this 28th day of 
March, 1923. 

[Seal] Ruporen A. Baker, 


(My commission expires March 30, 1924.) 
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Federal Surety Company 


Home Office, Davenport, lowa 


Began business July Ist, 1920 
Licensed by U, S. Government November 20th, 1920 





An Institution of Service 


Writing Fidelity and Surety Bonds, Accident and 
Health Insurance. Burglary, Larceny, Theft and 
Hold-up Insurance. General Liability and Ele- 
vator Insurance. Automobile Liability, Property 
Damage and Collision Insurance. 


Workmen’s Compensation 


We are well equipped to serve Agents of the Mis- 
sissippi Valley—Correspondence Solicited. 


W. L. TAYLOR, Vice-President and General Manager 


THE PEOPLES LIFE INSURANCE CO, 


of Illinois 


A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Home Office Peoples Life Bldg. 
Chicago 
E. A. NELSON, Pres. 











THE MUTUAL LIFE OF ILLINOIS 
HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in II]linois still open. Will 
be pleased to hear from anyone interested 























PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


ALFRED CLOVER, General Manager, 
Chairman of the Board 


108 So. La Salle Street CHICAGO, ILLINOIS 


GEO. T. SMITH, Vice-President 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
DUNBAR JOHNSTON, Secretary 


HOME OFFICE, JERSEY CITY, NEW JERSEY 








WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
® contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 











INSURANCE 


GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 


idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0, 


ELMER H. DEARTH, President 
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606 Woodward Ave., Cor. Congress Detroit, Mich. 
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State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
INCORPORATED 1844 





Has for seventy-nine years been one of the leading purely Mutual Life 
Insurance institutions of the country, constructive and progressive in all 
things of value to its policyholders. 

The cordial relations between the home office and the loyal and efficient 
field force is a constant source of gratification to all those connected with 
the company. 


B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies. 








THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street “7 Company of tie — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 











SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 
BIRMINGHAM, ALA) 





Why Choose the Great-West Life? 


Because the company charges exceptionally low rates and pays excellent 
profits to policyholders. For many years The Great-West Life has led all 
other Canadian companies for the amount of new business issued. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office - WINNIPEG 











P, O. BOX 884 


THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. . . 3 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary _ Charles W. Higley, Vice-President 
William Morrison, Asst. Secy. 


Home Office, Hanover Bldg., 34 Pine St., New York 














Southwestern Life Insurance Co. 
Dallas, Texas 
T. W. VARDELL, President T. L. BRADFORD, Vice-President 


Progressively Successful 


$112,000,000 
12,000,000 


Operates in Texas only 


Insurance in Force over 
Assets over 








INTERNATIONAL LIFE OF ST. LOUIS 
SHARES PROFITS 
WITH ITS AGENCY ORGANIZATION 


That spells a whole volume in a connection with a 
company broadly known for establishing new world 
records for growth and prosperity. Just write the 
home office for a bill of particulars about the Inter- 
national Life plan for distributing among its leading 
agents a share of the profits, based on the high char- 
acter and persistence of insurance written—that is, 
send your inquiry if you write business of high char- 
acter and persistence. ‘The International Life profit 
sharing plan is now reinforced by two years of prac- 
tical and successful demonstration. It isan exclusive 
International Life feature and as such modern and 
all that it ought to be. 


INTERNATIONAL LIFE INS. CO. 
ST. LOUIS MO. 


**A World of Strength’’ 


Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


(St 


Sy 


NATIONAL 
CASUALTY 





Write for information relative to open territory. Have two 
or three agencies with business established where change ie 
desired. 











New England Mutual Life Insurance Co. 


87 Milk Street, Boston 
December 31st, 1922 


Assets............ $127,966,787.69 
Liabilities......... 121,028,068.67 
Surplus............ 6,938,719.02 


The Dividend of $4,400,000, set aside to be paid in 1923, is 
carried as a liability and is not included 
in the Company’s Surplus. 




















ESSENTIALS OF THE FIRE INSURANCE BUSINESS 
By Edward A. Ketcham 
A 400 page book designed for the use of officials, employees 
and students of the fire insurance business. Insurance ac- 
counting, executive work, hazards, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 























A MILLIONAIRE’S LIFE INSURANCE 
WHY JOHN WANAMAKER CARRIED $3,000,000 
OTHER MILLION-DOLLAR POLICYHOLDERS LISTED 


This new leaflet is a fine canvassing document, stress being 
laid on the advantages of life insurance to men of wealth. 


PRICES: 
Single copy 15 cents 1,000 copies $35.00 
100 copies $6.00 5,000 copies 150.00 
500 copies 20.00 10,000 copies 250.00 
THE SPECTATOR COMPANY 
CHICAGO Publishers NEW YORK 
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WILLIAM ALEXANDER’S 
EDUCATIONAL SERIES 


ON LIFE INSURANCE 


What Life Insurance Is and What It Does 
A preliminary text book, or primer, deal- 
ing with the fundamental principles on 
which all sound life insurance rests. 
Price $1.50 
How To Sell Insurance 
The chief aim of this book, as the title in- 
dicates, is to teach the inexperienced agent 
how to do his work, and build up a re- 
munerative business. While it is intend- 
ed primarily for the new agent, it embodies 
a great deal of instruction that ought to be 
of value to the agent of experience. It 
will also be useful to those who are en- 
gaged in the work of training inexperi- 
enced agents. Price $2.00 


The Prosperous Agent 
This little book is for the guidance of ex- 
perienced and inexperienced agents alike. 
It gives a catalogue of the characteristics 
—the mental equipment —of the success- 
ful business man, and tells how these 
qualifications can be utilized to the great- 
est advantage by the insurance salesman. 
The instrument with which the agent does 
his work is his own mind. The material 
on which he uses this delicate instrument 
is the mind of another person. It is all 
important, therefore, that he should know 
exactly how to utilize his mental equip- 
ment. Price, paper cover $1.00 
Red cloth $1.50 
The Art of Insurance Salesmanship 


This volume takes up the instruction of 
the agent where the second volume of this 
series stops. It contains more advanced 
instruction, and one of its aims is to sumu- 
late the thought, fire the imagination, 
broaden the vision, and thus increase the 
efficiency of experienced agents. Price $2.00 
One Hundred Ways of Canvassing. 
(IN PRESS) 

This concluding volume describes many 
ways of soliciting life insurance and in- 
cludes a number of canvassing plans con- 
tributed by experienced field men, with 
the author’s comments on these plans. 
(Now in preparation.) 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


UNUSUAL OPPORTUNITY 


A nighly successful Western company desires the services of 
an agency manager, preferably one with executive ability, 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous | 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other | 
information to 


ROCKY MOUNTAIN, 


Care of THE SPECTATOR 











AGENTS WANTED | 


To sell an unrestricted Accident and Health policy costing $12.09 
quarterly. Covers every disease and every accident. Liberal com 
mission paid to live prod .cers. % 


GREAT NORTHERN LIFE INS. CO. ~ 


H. G. ROYER, Pres. Westminster Bldg 
C. O. PAULEY, Sec’y & Treas. CHICAGO, ILiy 





EXCELLENT OPPORTUNITY ; 
tor Reliable, Energetic men to represent us in the states @ 
{inois and Missouri with direct Home Office contracts. Liberg 
policies. " 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADG | 


Clarence J. Daly, President DENVER, COLORADG 








YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 




















Home Office Building 


Jefferson Standard 
LIFE INSURANCE CO. © 
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If Interested, Write 
JULIAN PRICE 
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